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LETS GET THE ADMIRAL HIS HORSE / 


Admiral Halsey has his eye on a fine white Your personal quota is big—bigger than ever before. 
horse called Shirayuki. So big you may feel you can’t afford it. 
Some time ago, at a press conference, he But we can afford it—if American sons, brothers, hus- 
expressed the hope that one day soon he _ _— bands can cheerfully afford to die. 
could ride it. 
The chap now in Shirayuki’s saddle is 
Japan’s Emperor—Hirohito. FIND YOUR QUOTA ... AND MAKE ITI 
Official : 
U.8. Navy Photo He is the ruler of as arrogant, treacher- YOUR PERSONAL MATURITY 


ous, and vicious a bunch of would-be despots as this | 'F YOUR AVERAGE WAR BOND VALUE OF 


WAGE 
earth has ever seen. PER pon IS: QUOTA IS: 7TH WAR LOAN 
i (CASH VALUE) BONDS BOUGHT 


The kind of arrogance shown by Tojo—who was going | AE) 
to dictate peace from the White House . . . remember? $250 $187.50 $250 
Well, it’s high time we finished this whole business. 225-250 150.00 200 
High time we got the Emperor off his high horse, and 210-225 131.25 175 
gave Admiral Halsey his ride. 112.50 150 
The best way for us at home to have a hand in this 180-200 93.75 125 
— et — the ses ae — .  — ff ae 100 
t’s the biggest loan yet. It’s two loans in one. Last = aE 
year, by this time, you had been asked twice to buy eS... ben — 
extra bonds. 


All OUT FOR THE MIGHTY 7” WAR LOAN 
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Post-War Economic 
Problems Viewed 
aN. Y. Seminar 


Maintenance of National 
Income, Taxes and Labor 
Situation Discussed 


NEW YORK-—lIntricate and difficult 
problems which will be faced in the 
post-war period were diseussed at the 
annual seminar on economic and social 
problems sponsored by the New York 
chapter C.L.U. Maintenance of national 
income at a high level should insure 
continued prosperity and servicing of 
the debt, but a realistic attitude toward 
abnormal war wages, unemployment, 
taxes and education of business men to- 
ward a more effective employe relations 
policy are needed, the speakers pointed 
out. Dr. C. R. Whittlesey, professor of 
fnance and economics University of 
Pennsylvania and Penn Mutual eco- 
nomic consultant, stnessed that goods 
are not bought with square miles of 
territory or heads of population but 
with income. The increase in income 
since 1939 represents an increase in 
market equal to the addition of Canada, 
Mexico, Latin America, Australia, New 
Zealand, and Africa all within our own 
boundaries, he declared. 

In addition to Dr. Whittlesey, the 
speakers were Leo Wolman, professor 
of economics Columbia University and 
trustee of Mutual Life, “Labor’s Outlook 
in America;” H. E. Gaston, assistant 
secretary of the Treasury, “World Eco- 
nomic Interdependence,” and Roswell 
Magill, professor of law Columbia Uni- 
versity and trustee of Mutual Life, 
“Planning for Post-War Taxes.” C. La- 
mont Post, program chairman, presided. 
Gerald H. Young, general agent State 
Mutual Life, was general chairman. 


Catching Up With Progress 


In the past five years the increase in 
national income and gross national prod- 
uct has been the greatest the country 
has ever experienced, Dr. Whittlesey 
pointed out. If the 1921-29 trend had 
continued at an average rate, the na- 
tional income would have amounted to 
about the present totals. “To a certain 
extent we may simply have been catch- 
ing up during the war with the economic 
Progress which was interrupted by the 
great depression.” 

Furthermore, as far as available rec- 
ords indicate, national income after wars 
has usually risen rather than fallen. It is 
hot surprising that this should be so, 
since war stimulates inventions and 
technical advances, he observed. The 
Problem of post-war adjustment may 
well prove more difficult here than in 
any other country. The fundamental 
Problem will be to prevent a return to 
Mass unemployment. The problem can 
be solved. The only question is whether 
it can be solved within the framework 
of the individualistic, private enterprise 
economy, 

The economic and financial changes 
of the past five years are of greater fun- 
damental importance than have occurred 
mM any similar period in our lifetime, 
Possibly in history. They have so altered 
the setting of economic life that past 
€xperience and economic analysis of the 
traditional type are of little use in anti- 
Cipating future economic developments. 

(CONTINUED ON PAGE 17) 


Lauer Is Named 
Illinois President 


Membership Now 2,671— 
New Director-State Council 
Set-up Adopted 


Thomas A. Lauer, district agent 
Northwestern Mutual Life at Joliet, 
was named president of the Illinois As- 
sociation of Life Underwriters at the 
annual meeting in Chicago. Kenney E. 
Williamson, co-general agent of Mass- 
achusetts Mutual Life, Peoria, was 
named first vice-president and Earl M. 
Schwemm, Chicago general agent Great- 
West Life, second vice-president. Ray 
M. Carlson, Danville superintendent 
Prudential, is secretary-treasurer. 

Under the new by-laws which were 
adopted the officers will assume their 

















T. A. Lauer 


E. M. Schwemm 


duties immediately instead of waiting 
until July 1.\The by-laws were also 
changed to provide for a board of direc- 
tors consisting of five members and the 
officers. The new directors are Ken- 
neth L. Keil, Penn Mutual, Springfield; 
Robert R. Reno, Jr., Equitable Society, 
Chicago; E. C. Norton, Fidelity Mutual, 
Alton; N. B. Brewer, Continental As- 
surance, Rockford, and Paul Larson, 
Mutual Trust Life, LaSalle county. 

James H. Brennan, Fidelity Mutual 
at Chicago, retiring secretary-treasurer, 
was slated to advance to second vice- 
president but as he is serving as national 
committeeman of the Chicago associa- 
tion, he asked to be relieved of the added 
responsibility. 


Establish State Council 


Under the new by-law changes the 
president and state committeeman of 
local associations will be members of 
a new state council. The changes are 
in accord with the National associa- 
tion set-up and were suggested by a 
committee headed by Alan E. McKe- 
ough, Chicago general agent Occidental 
Life of California and past Illinois presi- 
dent. 

The Illinois association endorsed Philip 
B. Hobbs, Equitable Society manager 
in Chicago, for vice-president of the 
National association. Mr. Hobbs is now 
secretary. 


End Year with Surplus 


The Illinois association’s membership 
is now at the 2,671 mark, compared to 
2,610 in December, 14 of the 23 associa- 
tions showing a gain, Lynn S. Broad- 
dus, Chicago manager Guardian Life, 
announced in his presidential report. 
The Peoria association won the plaque 
awarded by J. M. Clark, Peoria general 
agent John Hancock, state membership 
chairman, for the largest gain in mem- 
bership, 171 to 202. Howard E. Rine- 
hart, Peoria membership chairman, re- 
ceived the plaque for the association. 
The Carbondale association won the 
plaque for the greatest percentage in 
gain, with a 52% increase, Emmett C. 
Norman receiving the award for the 
Carbondale group. 

The Carbondale group had been in- 

(CONTINUED ON PAGE 18) 


Prudential Files 
Suit in Oklahoma 


Assets in State Exceed 
Domestic Companies’ 
Total—No Credit 


OKLAHOMA CITY—Legal action 
challenging constitutionality of the 4% 
premium tax law in Oklahoma contin- 
ues to mount as the 60 day period al- 
lowed insurance companies to file suit ad- 
vances. The latest development is a dis- 
trict court suit filed by Prudential against 
Commissioner Read. In its petition Pru- 
dential charges discrimination in the re- 
cently enacted law prescribing a 4% 
gross premium ‘tax on all compa- 
nies with a tax reduction allowed for 
Oklahoma investments. Prudential seeks 
recovery of $109,624 paid to the commis- 
sioner under protest. The sum repre- 
sents 4% of Prudential’s gross premiums 
in Oklahoma for 1944, less deductions al- 
lowed by the new law. 

Of Prudential’s total admitted assets 
of $5,856,880,814, as of Dec. 31, $17,117,- 
274 or .2923% was invested in Oklahoma 
securities. Prudential claims that it is 
allowed no credits because of such in- 
vestments on the rate of tax levied by 
the new law. 


Points to Comparisons 


Prudential further claims that its in- 
vestments in Oklahoma securities were 
more than twice as much as the total in- 
vestments in such securities of the four 
legal reserve domestic life companies do- 
ing business in the state during 1944. 

The petition alleges that Republic 
Life, organized under Oklahoma laws 
has filed no return under the new law 
and has paid no taxes for 1944 to the 
state except ad valorem taxes on tang- 
ible property and social security taxes. 
It also charges that Republic had total 
admitted assets of $2,308,388 as of Dec. 
31. 

This is the first of 10 or 12 similar 
cases charging discrimination expected 
to be filed within the next week. 

The original challenge to the 4% pre- 
mium tax imposed two years ago on 
foreign companies doing business in Ok- 
lahoma was inaugurated By Lincoln Na- 
tional Life and a hearing before the U.S. 
supreme court was held this week. Fred 
Hansen, assistant attorney-general, left 
for Washington to attend the hearing. 


ANOTHER OHIO HEARING 
COLUMBUS, O.—Another meeting 


of the house insurance committee may 
be held next week on the 24% pre- 
mium tax equalization bill. There have 
been hints that a compromise might 
be reached on a figure of 2%. 





SUIT IN INDIANA 


INDIANAPOLIS — Prudential has 
filed suit in Marion county superior 
court here to recover $452,357 in pre- 
mium taxes, the difference between what 
its Indiana taxes actually were for 1944 
and what they would have been had 
Prudential been ah Indiana instead of a 
foreign company. All five superior court 
judges will hear the test case. 

Practically all of the outside compa- 
nies operating in Indiana have paid the 
3% premium tax under protest. Indiana 
companies pay a 1% premium tax. 

The legislature considered several tax 
measures designed to meet this situation 
but none was passed. 

Tax recovery suits were also filed in 
the district court by Massachusetts Mu- 
tual Life for $37,628; Bankers Life of 
Iowa, $16,377, and Pyramid Life of Ar- 

(CONTINUED ON PAGE 18) 





Advises Insurers 
in N. Y. to Hire High 
Grade Negroes 


Niles Urges Employers 
to Accept New Law in 
Good Spirit 


NEW YORK—Accept the situation 
and take the initiative in meeting the 
problems arising out of New York’s new 
anti-discrimination law was the advice 
of Vice-president Henry E. Niles of Bal- 
timore Life, one of the featured speakers 
at the first annual all-day seminar of the 
Society of L.O.M.A. Graduates. The or- 
ganization is made up of those who have 
completed the Life Office Management 
Association Institute’s courses. 

The new law, which goes into effect 
July 1, imposes heavy penalties on em- 
ployers for discriminating in the hiring 
or advancing of employes on grounds of 
race, color, creed, political belief, or na- 
tional origin. Dealing mainly with the 
hiring of Negroes, Mr. Niles suggested 
that companies do not wait for the prob- 
lem to be forced upon them but instead 
go out and seek out. the best type of Ne- 
groes as employes. In this way the 
chances of friction are minimized and 
there is the best chance of prejudices 
giving way to tolerance. 


Government’s Experience Cited 


Mr. Niles recalled what had happened 
among government agencies where Ne- 
groes were hired to work in the same 
departments as white employes. Where 
an intelligent effort was made to bring 
in Negroes who were likely to prove ac- 
ceptable to their fellow workers, the lat- 
ter often made some such remark as 
“We don’t like Negroes bit Flora is dif- 
ferent.” 

Under the law it will be impossible 
for organizations of any size to dodge 
the issue, Mr. Niles felt. He expressed 
the hope that all employers will accept 
the situation and said the greatest dan- 
ger is that some chiselers will try to get 
around the law and will cause antogo- 
nisms which will harm all concerned, in- 
cluding those employers that are hon- 
estly trying to abide by the law. 


Hire More Than One 


Besides taking the initiative in getting 
high type Negroes rather than running 
the risk of being forced to take undesir- 
able ones, Mr. Niles recommended put- 
ting two into an office rather than just 
one, thereby increasing the chances of 
the Negro employes adjusting them- 
selves to working among white persons 
and in lessening the effect of white em- 
ployes possibly giving the Negroes the 
cold shoulder. 

Mr. Niles talked on the effect that re- 
turning veterans will have on office or- 
ganizations, saying that having been 
used to intensive training in the army 
they are likely to look for the same thing 
when they return. Also, those who have 
not been away may find themselves at a 
disadvantage in competition if they do 
not keep on their toes. 


G.I. Bill of Rights 


D. H. Townsend, in his talk on the 
“G.I. Bill of Rights,” dealt mainly with 
the mortgage loan provisions, as that is 
where the principal interest of life com- 
panies lies. Under this provision the gov- 
ernment will guarantee a veteran’s loan 

(CONTINUED ON PAGE 18) 
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Groat Life Insurance Market 
of Future Told at Congress 





Billions of life insurance will be need- 
ed and will be sold in the next few 
years. There is a difficult readjustment 
period ahead and life agents must be 
alert to the economic, social and politi- 
cal changes that are taking place now 
and will continue to occur for some 
time, Glen J. Spahn, third vice-presi- 
dent and director of field training Met- 
ropolitan Life, declared in a talk on 
“Building for Tomorrow” at the Chi- 
cago sales congress sponsored by the 
Chicago Association of Life Under- 
writers. After war ends 18 million war 
workers will have to be shifted to peace 
time industries and approximately 15 
million war veterans will reenter the 
peace-time economy. Factories must 
be retooled and families remigrated. 
Changes occur more frequently and 
abruptly in a war economy. The life 
agents’ plans must be based on sound 
principles which are sufficiently flexible 
to meet the situations. 


Sound Methods and Service 


“I cannot help but think of the ex- 
periences of many life underwriters dur- 
ing the prosperous ’20s—as compared 
with those of the early ’30s—without 
coming to the conclusion that the suc- 
cess of a life underwriter today might 
well be his greatest obstacle in build- 
ing for tomorrow,” Mr. Spahn_ said. 
“Tf, outstanding accomplishment is the 
result of good service and sound methods 
the life underwriter need not worry. 
On the other hand, if due primarily to 
good economic conditions he may find 
himself in difficulty.” i 

He said analysis indicated business 
was easy to get in the ’20s without ap- 
plication of well planned methods but in 
the early ’30s when the situation became 
difficult agents were at a loss how to 
proceed. Therefore, they should begin 
now to make their plans for tomorrow, 
set up and work toward definite goals 
predicated on their own success and 
particularly their personal accomplish- 
ments. d 

Mr. Spahn discussed the opportuni- 
ties for life agents in the years ahead, 
pointing out these will be measured by 
the tremendous pent-up demand for 
consumer goods which could not be 
satisfied in the war period. New markets 
will be opened and salesmen required 
to sell this merchandise when it is 
made, he said. 


Change Creates New Needs 


“New situations will exist among our 
policyholders because many things have 
happened in their lives since we last 
contacted them. The doctor, the dentist 
and the engineer have been too busy 
even to think about life insurance and 
the white collared worker will still be on 
the job when the war is over. GI Joe 
will be coming back and is a big future 
market. He has been started off right, is 
interested in life insurance and in ad- 
dition to wanting to know about his 
national service life insurance he will 
want to know how he can extend his 
program through the purchase of addi- 
tional insurance.” 

Mr. Spahn said many veterans will 
come under social security for the first 
time and the agent should tell them 
how it operates and be prepared to help 
those who have worked beyond age 
65 and want to know how they can get 
their benefits now. 


Home Coverage for Veterans 


“The GI bill of rights makes it easy 
for the veteran to buy a home. Why 
not show him how to protect his loan 
from the government through mortgage 
insurance? The GI bill of rights pro- 
vides up to $500 per year for tuition 
and $50 a month living expenses. Many 
will go through college who normally 
would have been unable to do so. This 
will mean keener competition for the 
young people who are coming along. 





They will need to be educationally pre- 
pared. Marriages have reached an all 
time high and many new couples have 
not had a chance as yet to plan their 
future through life insurance.” 

Needs of the American public for life 
insurance will become increasingly great 
in spite of rapid social and economic 
changes taking place, W..H. Andrews, 
Jr., Greensboro, N. C., president Na- 
tional Association of Life Underwriters, 
declared in his talk on “America’s Life 
Insurance—An Instrument of Social 
Service.” 


MILLIONAIRE’S SYSTEM 








Too many agents lack the patience 
to build a firm foundation; they try 
to make a killing in the first round, 
Sidney J. Weil of Mutual Benefit at 
Cincinnati, million dollar producer and 
former owner of the Cincinnati baseball 
club, declared in a talk on “How 
Go About Selling Life Insurance.” 


Weil Stresses Value of Time 


“Time is an insurance man’s most 
valuable asset,” he said. “It requires 
careful planning to make it go around, 
and yet it is a great mistake to be in a 
hurry. This business, as I see it, must 
be handled like this war, by chewing off 
bits at a time. Sometimes it takes me 
weeks, sometimes months, sometimes 
years. I can’t formulate a pattern for 
time or for procedures. Your common 
sense comes in here. 

“T don’t close a case until I feel with- 
in myself that if I were in that man’s 
shoes I would buy, then it’s a cinch.” 

He said some time ago he secured 
an introduction into a large corpora- 
tion where he felt there was plenty 
of insurance money, and in a whole 
year without a nickel return he gave 
a great amount of service, yet in the 
last 60 days he has begun to collect. 
He already has secured applications for 
$175,000 in the firm and there is plenty 
more to come, he said. Best of all, 
he has the people in the firm singing his 
praises. 

“It sounds like too long to wait, 
doesn’t it? But from this case and sim- 
ilar ones I deduced the corollary that 
the easier it is to get the policy the less 
you are going to sell. It takes time, and 
it takes work, and it takes common 
sense. Boiled down, my personal sys- 
tem of getting business rests on these 
three essentials.” 

While Mr. Weil sold close to $2 
million in 1944, he had 90 cases, there 
being 33 cases each of $10,000 or less, 
41 ranging from $11,000 to $25,000, nine 
from $26,000 to $50,000 and seven for 
$100,000 or more. 

An agent needs to be a specialist in 
his field to contend with competition 
today, but he also needs general knowl- 
edge and information to a high degree. 
The uses of life insurance are so uni- 
versal and the lives and needs of the 

(CONTINUED ON LAST PAGE) 








Boston Actuaries’ Topics 


The Actuaries Club of Boston at its 
monthly meeting May 4, with John L. 
Stearns as chairman, will discuss: (1) 
Some recent developments regarding 
state health insurance; (2) review of 
1944 annual statements. (3) What dif- 
ference, if any, there should be in the 
dividend scale to take account of a dif- 
ference in settlement options? (4) Dis- 
cussion of a paper on “The Strengthen- 
ing of Reserves” especially: (a) To what 
point is it expedient or desirable to re- 
duce the interest assumption for the 
valuation of old policies? and (b) What 
are the advantages and disadvantages 
of meeting the problems resulting from 
lower interest levels by increasing sur- 
plus instedd of valuing reserves on a 
lower interest basis? 


Bell and Beaucage 
Win Top Honors of 
Equitable of lowa 


Hugh S. Bell, Seattle general agent of 


Equitable Life of Iowa, has _ been 
named that com- 
panys Master 


Agency Builder for 
1945, an honor for 
which he also qual- 
ified in 1942 and 
1943. The designa- 
tion is the highest 
company honor 
that can be con- 
ferred on an Equit- 
able of Iowa gen- 
eralagent. It is 
based on _ preemi- 
nence in organiza- 
tion, production, 
conservation, aver- Hugh 5. 
age size policy and other major factors 
of agency building. 

L. J. Beaucage of the Portland, Ore., 
agency has been named 1945 Hall of 
Honor agent, highest honor conferred 
on an Equitable of Iowa field man, Fac- 





Bell 





L. J. BEAUCAGE 


tors considered are length of service, 
production, conservation and average 
size policy. He has earned uninterrupted 
membership in his company’s Produc- 
tion Clubs. He paid for $631,000 of busi- 
ness in 1944, with premiums in excess of 
$20,000 on 115 lives, and 99.3% of his 
1943 production renewed in 1944. He 
has a record of more than 1,000 weeks 
of consecutive weekly production. He is 
now president of the Portland Associa- 
tion of Life Underwriters. 





Insurance Men in Cancer Drive 


ST. LOUIS — Bennett G. Gregory, 
executive manager of the Insurance 
Board of St. Louis and Missouri Asso- 
ciation of Insurance Agents, has been 
named chairman of a committee of 100 
to aid in the campaign of the American 
Cancer Society. 

Stratford Lee Morton, general agent 
Connecticut Mutual Life, is recruiting 
life man for the committee. 





N. Y. Life Managers Parley 


An_all-day meeting will be held by 
the Greater New York Life Managers 
Association May 22 at Hotel Biltmore. 
The subject is “Management—Past, 
Present and Future.” 





The annual dinner of the insurance 
division for the United Jewish Appeal 
of Greater New York will be held May 
9, Chairman of the life insurance sec- 
tion is B. D. Salinger, general agent 
Mutual Benefit Life. Co-chairman is 
M. L. Wile, New England Mutual. 

Edward E. Waller, Mutual Life, Okla- 
homa—Reports 82%% increase in busi- 
ness for the first quarter as compared 
to the corresponding period of 1944. 


Combination Life, 
Annuity Contract 
Subject to Conn. Tax 


A combination life and annuity pol. 
icy does not enjoy the privileged treat. 
ment of life insurance under the Cop. 
necticut state succession tax, the sy. 
preme court of errors of that state has 
ruled. The court found that the Policy 
is not one of true life insurance. 

The policy was issued to Mrs, 
Katherine Beach Day of Hartford in 
1937 when she was 83 years of age. She 
paid a single premium of $37,670. On 
the same day Connecticut Mutual issued 
an annuity for a premium of $6,330 un- 
der which she was to receive $83.68 per 
month, 


The proceeds were made payable ip 
equal shares to each of her four chil 
dren. The probate court held that the 
proceeds were subject to the succession 
tax and an appeal was taken by one of 
the sons, Godfrey M. Day of the claims 
department of Connecticut General Life, 
The court of errors said that considering 
the literal provisions of the policy, it js 
a policy of life insurance and its pro- 
ceeds would be exempt from taxation, 
However, the effect of the transaction 
was that Mrs. Day paid an aggregate 
sum of $44,000 in return for which she 
was to receive an annuity of $83.68 per 
month during her life and at her death 
beneficiaries would get $40,000. The 
chance that the insurer would have to 
pay the amount due upon the policy be- 
fore the premium with its increment by 
investment was equal to face value of 
the policy was offset by the fact that on 
her death annuity payments would 
cease. The only apparent chance that 
the insurer would be called upon to pay 
out more than it had received would be 
that its investments did not earn as 
much as it had anticipated. The trans- 
action cannot be characterized as in- 
volving risk distribution or as amount. 
ing to true life insurance. The legisla- 
ture, the court said, could not intend to 
pave the way for the easy avoidance of 
tax it imposed. 

The arrangement between Mrs. Day 
and the insurer, according to the court, 
lacks certain elements ordinarily inci- 
dent to life insurance as commonly un- 
derstood and serves only to a relatively 
slight degree either of the main pur 
poses of insurance: Protection of those 
who might suffer an economic loss on 
the death of the insured or savings for 
the future. 

According to the court, the situation 
more nearly approximates a trust with 
income payable to the settlor during 
his life and the principal payable to cer- 
tain named persons at his death sub- 
ject, however, to his power to end the 
rights of any person so named; and in 
case of such a trust the sums received 
by the beneficiaries are taxable gifts i- 
tended to take effect in possession of 
enjoyment at death. 

Justice Jennings gave a dissenting 
opinion in which he stated that the 
fact, if true, that Mrs. Day was trying 
to save inheritance taxes is irrelevant. 
“One of the rules of the game of tag 
always being played by the tax collector 
and the taxpayer is that ‘taxpayer 3 
privileged to decrease the amount 0 
what otherwise would be his taxes by 
means which the law permits.’” 

Mrs. Day was the widow of a Hart 
ford manufacturer who died in 190. 
She was a founder of the National Wo 
man’s Party. 

This decision recalls that of the U. 5 
Supreme Court, which held that the 
proceeds of these combination contracts 
were not life insurance proceeds subject 
to the old $40,000 exemption from fet- 
eral estate tax. 





J. C. Lafata, having received his hot 
orable discharge from the overseas forte 
of the American Red Cross, has 1 
turned to his work with the L. L. Mae 
key agency of Home Life in Detroit. 
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Penn Mutual Has 
Promotion Plan 
X | Sets Up Program for Pre- 


po. § paring Agents, Managers 
eat, 
‘of for Advancement 

Su 

be A new organization plan for Penn Mu- 
mt tual agencies, under which promotions 

within the field organization are placed 

7 on a definite qualifying and training sys- 


aa tem, was announced by Second Vice- 


president Wallis Boileau, Jr. This will 
On result in advancement by design rather 
sued than by chance, Mr. Boileau said. It 


un- f should prevent agents leaving the busi- 


Pet § ness because progress is thwarted by a 
_ [hazy advancement scheme. Supervisors 
€ in Bambitions for opportunities in manage- 
chil- f ment will be properly equipped for ad- 
the fyancement. General agents seeking 
sion Ffarger opportunities in better territory 
e of F will be prepared for increased responsi- 
AIMS § bilities. 
Life. The plan provides a definite program 
ting Ffor training and advancing qualified 
it 8 Fagents into managerial positions, will 
pro- § provide the company with a reservoir of 
tion, B trained men for immediate replacement 
tion § in agency vacancies or for any expansion 
gate Bprogram, and will provide general 
she Fagents with opportunity to build manag- 
pet Berial power for expansion of their own 
eath B business or territory. Under the plan a 
The § general agent has more responsibility for 
€ to B development of future general agents. 
' be: § They will be able to enlarge the staff en- 
t by § caged in induction, training and supervi- 
e Of Psion of new agents in order to speed 
t On B yp the building process and to improve 
ould F the morale of present agents who are 
that B ambitious. It should also tend to at- 
Day B tract quality recruits because of the defi- 
d be B nite plan of promotions. 
| a&§ The agent will undergo an apprentice- 
ans: B ship period of three years, and in that 


iM Etime he and management can decide 


Honor B. J. Perry in 
Portrait Ceremony 


SPRINGFIELD, MASS. — Attended 


by directors, company officers and a 
committee —__repre- 
senting the general 
agents, a dinner 
was given in the 
dining hall of Mas- 
sachusetts Mutual 
Life, honoring Ber- 
trand J. Perry, 
chairman since Jan- 
uary 24,1945. Prior 
to his election to 
this position, he 
had served as pres- 
ident nine years. He 
began his career 
with Massachusetts 
Mutual as a clerk 
in the actuarial department in 1897. 

The dinner was made the occasion for 
the presentation of an oil portrait of Mr. 
Perry, as a personal gift to him from the 
general agents. Kenneth Forbes was 
the artist. He had been selected and 
commissioned by a committee of general 
agents. 

The painting stood on an easel, illum- 
inated by a spotlight, and was veiled un- 
til Frank T. McNally, general agent at 
Minneapolis, gave his presentation ad- 
dress. It was then unveiled and pre- 
sented to Mr. Perry. 

Jewel W. Tyson, general agent at 
Richmond and president of the general 
agents association, presided. Head table 
guests, in addition to Mr. Perry, Mr. 
Tyson, and Mr. McNally, were Alexan- 
der T. Maclean, president; Charles H. 
Schaaf, Rochester, vice-president of the 
general agents association, and John F. 
Cremen, secretary of the association and 
general agent at Washington. 


B. J. Perry 





Phinehas Prouty, Jr., Connecticut Mu- 
tual Life, Los Angeles, increased paid- 
for life insurance for the first quarter 
92% over the same quarter of 1944, 





Chicago Managers Conference 
Hears of Developments 





Life insurance has a big stake in the 
country’s war and post-war administra- 
tion, Clarence C. Klocksin, legislative 
counsel of Northwestern Mutual Life, 
told the general agents and managers 
conference held in Chicago during the 
two-day gathering of Illinois life men 
and women attending the annual meet- 
ing of the Illinois Association of Life 
Underwriters and the annual sales con- 
gress of the Chicago association. Vari- 
ous developments nationally are being 
closely watched by the life people, es- 
pecially threatening federal regulation, 
taxation and social security. Another 
very important thing is the proposal to 
exempt a certain maximum sum of life 
insurance premium in making individual 
income tax return. Mr. Klocksin be- 
lieves such an exemption in good time 
will be permitted. 


Argument of Opposition 


An argument of those opposed to it 
is that it would cause the government 
to lose a billion a year of tax revenue, 
but Mr. Klocksin does not believe the 
loss would be even half that amount. 
Then there is the matter of exempt- 
ing $40,000 of life insurance proceeds, 
which also is subject to hot argument. 
Members of the House committee are 
interested in this exemption, which was 
taken out of the revenue law temporarily 
and but for the war by now would have 
been reinstated. 

Tax relief has little chance before 
V-E day and repeal of the corporation 
surplus profits tax and individual income 
tax reduction probably will not occur 
before the end of the war with Japan. 

There is a certain danger in asking 
Congress to make _ concessions, he 
warned, for the Treasury feels that life 
insurance has been given special treat- 








ment under the revenue act and there 
are pitfalls in the way of any further 
requests. 

Mr. Klocksin discussed the S.E.U.A.- 
U. S. Supreme Court, insurance is com- 
merce decision. State legislatures have 
started out on the terrific problem of 
bringing state laws in line to avoid dis- 
crimination and the setting up of federal 
regulation, he said. Seventeen states 
have adopted anti-discriminatory tax 
laws and six more have them pending. 
Two or three more are expected to 
pass such laws before adjournment this 
year. Other states have set up com- 
missions to study the subject. Bills to 
provide standard nonforfeiture provi- 
sions have been filed—the Guertin bill 
adopted in 16 states. In all these mat- 
ters the states do not want to act too 
quickly. 

Inroads by savings bank life insur- 
ance are of concern, he said, especially 
efforts in New York and Connecticut to 
raise the limit that can be issued on 
a life. One of the evils is that such 
plans are tax free. 


Considers Social Security 


Mr. Klocksin discussed the law af- 
fecting pension trusts. Social security 
is of keen interest. Many bills have 
been filed but there is no administration 
bill on file. The House ways and means 
committee has started a broad study of 
the law, including how the changes are 
to be funded. The program, filed two 
years ago called for about 50% increased 
benefits and opened the law to many 
more persons. Mr. Klocksin does not 
believe the country will get a bill any 
worse than that, but probably a fairly 
conservative law that most of the peo- 
ple would be willing to go along with— 
nothing so extreme as the Wagner bill. 


unt: B whether his aptitudes are developing in Three bills call for 3% tax each on 

isla- B the direction of management or career employers and employes. 

d to underwriting. To qualify fully as a gen- The railroad retirement amendments 

€ of eral agent will require seven years, with are under a separate setup. They go 
variations according to individual char- much further than social security, in- 

Day Bacteristics and surrounding conditions. 9 cluding health and accident, medical 

url, F This will be divided into three years in care, etc., and are dangerous in that 

inc § personal production, three years of part a they lay a pattern for the regular social 

Ul Bpersonal production and part manage- security. ; 

vely Bment work and one year as general he oes Mr. Klocksin concluded with the ob- 

ae agent in training. He will advance from In one of the suburbs of a large city in the eastern part of servation that so far as he knew life 

ose i : : z ' ; ; : ‘ i e 

a fener fo assistant cupervicorst: |! the United States, in 1940, a newly appointed air raid warden |} evranee neve, bad resorted to prov 

. for ° ° cays ‘ 

general agent, and general agent. was making his rounds of the houses within his protection. He P P 

: There isa minimum production rating 8 } om lain hi Chapman's Suggestions 

fl . . . °. . 

= a Gaee ken tect an acs rang the doorbell of one house to introduce himself, explain his A carefully worked out plan is essen- 

j : . role duties, and request the cooperation necessary to his patrol. tial if an agency is to be successful, 

| ea ete at kg Se Serene teen oe cae 

oa ery ‘ ‘ ‘ and of schools of Sales Research Bu- 
sub- B supervisor’s advancement is based on a When the lady of the house, an impressive-looking dowager, reau, declared in a talk on “Manager to 


‘the Plager job of selling and supervising. Manager.” The plan makes the job 


. . ee 
dit Once the man gets into supervisory work answered the doorbell, the air warden said to her, “My name ‘eaniiias malin a teeditam nae aon 
“— goad jo ah se Renaiooe Brie is So-and-so. I live right around the corner from here, and Macs - ane agency sence cir- 
rd of 2 L eee. t 2 3 j cles about planning but Mr. Chapman 
1 of . oe as to fend I am the air raid warden assigned to this block, including your said planning to pone Se til gt a 
me age of lives insured, rate : ivity. 
iting Bot persistency, etc. The agent on sched- house—” somewhat vague activity 
’ To prepare an agency plan the man- 


the B ule at the end of three years who decides 
‘0 continue in personal production has 
developed improved income possibilities. 
tag f Unit supervisor development will be 


ager or general agent must define his 
basic objective and all collateral ob- 
jectives, including those relating to car- 
ing properly for insurance in force and 


The lady of the house interrupted. She said, “I am not 
interested in your activities, young man.” And closed the door. 


ctor emphasized in larger metropolitan agen- : : F ‘ 
: 3 ce, but the district-manager plan has That story, which has now found its place in the town his- delet olicies  aegae wc Dao a yan 
ore point in | lyi itories. : : ; j f : "SRP 
3 by obs i al avandamet dutta tory, gives a priceless picture of a state of mind. Let us re- served in working out the objectives; 
i [———- . bl F . to te a working plan or program of 
. Pear iq i i : member it at the time that some public-spirited campaign methods or steps to carry out the ob- 
ee W Craig ” Indianapolis ; cat 3 jectives, and to organize and delegate for 
. T. Craig, general agent of worker stops in at the house and opens up with, “[ am selling and mo- 


action, coordinating, directing 
tivating the work of those influencing 
the program. The agency head must 
bear in mind that he has a three-fold 
job, one being the service job including 


Wo FAetna Life in Cincinnati, 
the General Agents & Managers As- 
sociation of Indianapolis, described the 
the Frecruiting program followed in his oe 


addressing 


War Bonds.” 





ier aang and the development of recruits personnel, equipment, maintaining office 
er a Producers. The agency has been routine and service relations with pol- 
e ata ——— in developing icyholders; the second being adminis- 
ducers, e stressed persistency, in trative, including budget and finance, 

Which a good plan is followed through. THE PENN MUTUAL LIFE INSURANCE Co. home * office relations, etc. and the 

tall JOHN A. STEVENSON third being sales management, including 
a oe. i Wiuiities: Pilicdelenin snakaeer President a and pag = — 
ted Benefit, reports a record for and joint work, individual and group 


INDEPENDENCE SQUARE, PHILADELPHIA 


motivation, and recruiting, selection and 
initial training. 
(CONTINUED ON PAGE 20) 


re March With $3,250,000 in written busi- 
ray bringing the total for the quarter 
t, °° $6,558,898, 
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Prudential Man 
Power Sharing Plan 


A manpower sharing plan, under 
which a war manufacturer in need of 
additional personnel brings the war 
work to office workers at their regular 
place of employment, was placed in 
operation this week by the electron tube 
manufacturing department of Radio 
Corp. of America and Prudential. 

RCA intalls a production operation 
on the premises of Prudential and em- 
ploys a group of the latter’s personnel 
part time. 5 

A nucleus group of 40 Prudential 
typists and clerks are now working, in 
two shifts of four hours each, on the 
RCA tube assembly operation. How- 
ever, both companies have completed 
arrangements to place 200 girls on the 
job within a few weeks as special work 
benches become available. 

RCA estimates that the project will 
enable RCA to increase by 25% its 
output of miniature tubes. 

The plan was originated by Robert 
M. Green, Prudential vice-president in 
charge of personnel, and has gained the 
approval of the Newark WMC director. 

The girls, retained on the Prudential 
payroll on a part-time basis, are placed 
on the RCA payroll for the rest of their 
work-day, receiving wage rates that 
prevail for similar work at RCA’s plant. 

RCA has rented floor space in one 
of Prudential’s buildings, where it in- 
stalled the work benches and other 
equipment. 

The plan was presented on a volun- 
tary basis. An initial group of 200 girls 
in wage brackets comparable to earn- 
ings on the RCA project attended a 
rally at which the plan was outlined. 
Within 48 hours 96 girls had volun- 
teered. 

One shift works for RCA from 8 a.m. 
to noon and for Prudential in the af- 
ternoon, the other reports to their regu- 
lar jobs in the morning and works for 
RCA in the afternoon to 4:40 p.m. RCA 
instructors were assigned to provide 
on-the-job training. 

Prudential, which has been restricted 
from hiring new employes for the 
past 18 months, although its peace- 
time payroll of 12,000 is down to 8,000, 
is also engaged in statistical work for 
the army and special printing work for 
the army and navy. 





Guardian Life Keeps Home 
Office Employes Up-to-Date 


Guardian Life has published the first 
quarterly issue of “Keeping You Up to 
Date,” for members of its home office 
staff now with the armed forces. Home 
office departmental reorganization, the 
new juvenile policies, the home office 
pension planning section organized last 
year, and the status of employes in 
service with regard to the company’s 
retirement plan are reviewed. 





Senator Ryan Thinks of Everything 


Senator Ryan has introduced in the 
Illinois legislature a catch-all life in- 
surance bill. It provides that foreign 
insurers mus# invest at least 75% of the 
reserves on Illinois policies in the same 
manner as is prescribed for domestic 
insurers. It would require that group 
policies permit employes to buy individ- 
ual insurance any time within three years 
after terminating employment rather 
than within 31 days as at present. It 
provides for increasing the premium tax 
on foreign insurers to 4%. It fixes the 
surrender charge of a policy at not more 
than 1% of the value of the policy within 
the first five years and it would repeal 
the Guertin law which was enacted two 
years ago. Thus, there are very few 
things that Senator Ryan has not 
thought up. 


United Fidelity Life has joined the 
Sales Research Bureau, increasing the 
bureau’s membership to 143. 





A.L.C. and L.A. Move 
to Coordinate Bulletin 
Service to Companies 


NEW YORK—tThe directors of the 
Life Insurance Association of America 
will meet here May 18. When the asso- 
ciation succeeded the former Life Pres- 
idents Association it was contemplated 
that under the new setup there would 
be a meeting during the first half of the 
year in addition to the regular annual 
meeting in December. However, be- 
cause of the wartime ban on conventions 
it has been decided not to hold any 
spring meeting this year. 

There has been no decision on 
whether to hold the December meeting. 
Even the abridged type of meeting held 
last December would exceed the 50 per- 
son maximum attendance. 

The May 18 meeting will be one of 
the four meetings of the directors which 
are specified as the minimum under the 
new constitution. When the organiza- 
tion was the Life Presidents Association 
the directors met every other month 
except during the summer which usu- 
ally worked out to about five meetings 
a year. 

This week the special committee of 
the association appointed to coordinate 
the issuance of bulletins with American 
Life Convention will meet with a simi- 
lar committee of the A.L.C. in Chicago. 
President G. A. White of State Mutual 
is chairman of the association commit- 
tee. Accompanying him to Chicago to 
confer with the A.L.C. committee are 
D. E. Satterfield, general counsel, and 
B. E. Shepherd, L.I.A. actuary. 

The plan is to eliminate duplication 
in the sending out of bulletins to mem- 
ber companies. Arrangements are to be 
worked out so that whichever organ- 
ization sends out a bulletin will send 
it to the entire membership of both or- 
ganizations, 


Holds Privileged Complaint 
to Insurance Department 


_ WASHINGTON — Statements made 
in a complaint to the superintendent of 
insurance here against an insurance 
agent are regarded as being on a “privi- 
leged occasion” in the courts here. Re- 
cent decision to that effect by Federal 
Judge Bailey here is regarded as estab- 
lishing an important principle. 

Because of an official complaint of 
alleged unethical conduct, a local agent’s 
license was canceled by Mr. Jordan. The 
agent sued the complainant for damages. 

When the case came up and attorneys 
had made their opening statements, 
Judge Bailey threw out the suit on a 
ruling that the complainant’s statement 
was privileged or charges against the 
agent were made on a privileged occa- 
sion. 

Francis Taylor, attorney for the de- 
fendant, cited Texas and Tennessee de- 
cisions holding official complaints to 
administrative officials privileged in 
character. Complainants can not be held 
responsible for damages for statements 
made in good faith in such complaints, 
he contended. 


Clapper’s Widow Sues for D. I. 


WASHINGTON — Aetna Life has 
been sued in federal court here by Mrs. 
Olive Clapper, widow of Raymond Clap- 
per, war correspondent, for $5,000 on a 
policy with double indemnity clause on 
his life. Mrs. Clapper has already re- 
ceived $5,000. 

Mr. Clapper was killed in a plane 
crash in the Marshall Islands. Mrs. 
Clapper says his death resulted from an 
accident and that she is entitled to an- 
other $5,000. 

Disposition of the case is expected to 
hinge upon the court’s construction of 
the meaning of aeronautical flight. Clap- 
er was a passenger aboard a military 
plane at the time of his death. 


Corp. Howard Meeusen, who repre- 
sented National Guardian Life at She- 
boygan, Wis., before entering the army, 
was killed in a jeep acident in Germany. 


Wisconsin Life 
Marks 50 Years 


Wisconsin Life of Madison marked 
its 50th anniversary Tuesday. 

Prof. Rasmus B. Anderson, who died 
in 1936, served as president from the out- 
set until 1929. N. J. Frey has been presi- 
dent since that time, previously having 
been with the Wisconsin department. 
He was elected secretary and manager 
in 1911, and at that time there were only 
two office employes, one of them being 
Miss Josephine B. Fleckenstein, who is 
now an assistant secretary. At that time 
the insurance in force was $1,510,301. At 
Dec. 31, 1944, assets were $8,416,536, sur- 
plus $332,406, insurance in force $31,120,- 
160. In 1931 the life business of Wiscon- 
sin Standard Life was reinsured. Mr. 
Frey in his message to policyholders de- 
clares that none of the employes is re- 
lated to any company executive and Wis- 
consin Life does not make any loans to 
any officer or director of the company. 





Membership Work 


Stressed in Texas 


AUSTIN, TEX.—Membership activi- 
ties were stressed at a meeting here of 
the executive committee of the Texas 
Association of Life Underwriters. E. 
Dale Shepherd, chairman of the mem- 
bership committee, was quite optimistic 
in regard to achieving the goal of 2,500 
members. He showed how material sent 
out by the National association can be 
modified for use by state and local asso- 
ciations. As examples of outstanding 
membership, he cited the East Texas 
and Piney Woods associations, and asked 
F. P. Cogburn to tell of the program of 
the East Texas association, which shows 
almost a 100% increase over last year. 

Mr. Cogburn said his association 
found that it had money on hand and 
no better plan could be found than to 
give members something for their 
money. It decided to pay for advertis- 
ing in the local papers, asking people to 
know their insurance men, calling atten- 
tion to the fact that when medical ad- 
vice is desired physicians are consulted 
and when legal matters are involved 
lawyers are asked for counsel. The “ad” 
then asks why they should not pursue 
the same course in life insurance by see- 
ing professional life insurance men. He 
stressed that these advertisements do 
not boost any individual or company but 
carry the message of available profes- 
sional service. 

James D. Edgecomb, educational 
chairman, reported that it has not been 
possible to secure a man with the .nec- 
essary qualifications to direct the edu- 
cational work in connection with the 
University of Texas, due to the limited 
funds available. A plan has been sug- 
gested for securing additional funds 
from the Texas companies, which have 
been offered the use of the instructor for 
one week to compensate for the amount 
paid. It is believed that the right type 
of man can be obtained in this way. 

The executive committee adopted a 
resolution indorsing Jul B. Baumann for 
secretary of the National association and 
recommended that local associations also 
adopt similar resolutions. The commit- 
tee voted to hold a two-day conference 
of representatives of local associations at 
a time and place to be determined. 





N. Y. Life Makes One Day Record 


A_record number of applications for 
new life insurance was received by the 
West Virginia branch of New York 
Life, Wheeling, on the first day of the 
company’s second century, it is an- 
nounced by Ross Davis, agency director. 
Agents wrote 126 applications for a 
volume of $300,385. 

E. M. Tomlinson, Grafton, wrote 17 
applications. 


Evans Heads New 
Agency: Bevins Sale 
Planning Manager 


John H. Evans has been appoint 
manager of a new agency of Home Life 
of New York at 110 William street 
New York. He has been manager of the 
sales planning division, located in the 
home office building, since 1941. Prior 
to that he was assistant superintendent 
of agencies. 

The state planning division will fe 
headed by Stanley H. Bevins as map. 





John H. Evans S. H. Bevins 


ager. Mr. Bevins was formerly a. 
sistant manager of the division and mor 
recently was agency field assistant. 

Associated with Mr. Evans at the new 
office will be the agents who have here. 
tofore been with him in the sales plan. 
ning division. They are: J. S. Cham 
berlain, James J. McCann, Elliot M. 
Marfield, Irwin L. Osias, J. Roy Rob 
bins; Howard R. Smith and Charles Ff 
steinhofer. 

Mr. Evans joined Home Life » 
agency field assistant in 1936. He was 
appointed assistant superintendent of 
agencies in 1938. His ability in that field 
led to his appointment as manager of 
the sales planning division. 

Mr. Evans was chairman of the te 
cent sales congress of the New York 
City Life Underwriters Association. He 
is a graduate of the school of agency 
management of the Sales Research Bt 
reau. 

Mr. Bevins joined the sales planning 
division as an agent in 1941, without 
previous life insurance experience. After 
a successful period of production, he wa 
made supervisor and in 1944 became 
assistant manager. He estaBlished a 
excellent record in recruiting, training 
and direction. 

In October last year he was appointed 
an agency field assistant. 


A.L.C. Steering Body Meets May 1 


The executive committee of th 
American Life Convention is to meet# 
the Edgewater Beach Hotel, Chicago, 
May 21. 


J. W. Lawrence Agency Rally 


The John W. Lawrence agency # 
Prudential at Salt Lake City held: 
one-day sales meeting with 20 agents 
in .attendance. The agency so far 
year has exceeded its record of 19# 
and Mr. Lawrence presented awards fot 
first quarter accomplishments. One 
the speakers was Frank W. Bilant, 
Pacific Coast manager of THE NATIONAl 
UNDERWRITER. : 


Mrs. D. C. MacEwen, whose husbat! 
was formerly vice-president and supett 
intendent of agencies of Pacific Mu 
Life and now with the executive agent) 
department of Occidental Life of Cal 
fornia, died after a long illness. 


Lt. (j.g.) Richard D. Vermillion, $0 
of Giffort T. Vermillion, Chicago mat 
ager of Mutual Life, is training at Per 
sacola to fly a B-24 bomber and strafej 
in the Pacific. Upon graduation fro 
the University of Virginia he was cof 
missioned an ensign in the navy # 
corps and then served as an instruct 
at Glenview, Ill., at New Orleans, Not 


man, Okla., and Dallas. 
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Why the Equitable is sponsoring 


“THIS 1S YOUR F.B. 1." 


Every Friday, The Equitable Life Assur- 
ance Society of the United States is present- 
ing a new’series of radio dramatizations 
entitled “This Is Your FBI”. These are 
efficial stories, from the FBI files, pre- 
pared with the full cooperation of the 
Federal Bureau of Investigation. Mr. J. 
Edgar Hoover, Director of the Bureau, 
made an introductory speech during the 
first broadcast. 


“We believe that no medium more vital 
than this official FBI broadcast could be 
used to bring the society closer to its 
members and those who may become 
members in the future. Our business, too, 
is safeguarding the security of the Amer- 
ican family. Public service and human 
relationships—the preservation of homes 
for widows and children; the education of 
sons’and daughters; the security and com- 
fort of thousands of elderly men and 
women living in retirement; and finally, 
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On the same program, Thomas I. Parkin- 
son, President of The Equitable, explained 
why this society had elected to present the 
series. All life insurance men should be 
interested in what he said:— 


PRESENTED AS A 


THE EQUITABLE LIFE 


THOMAS I. PARKIN 


PRESIDENT 


TUNE IN 


8:30 P.M. EWT — EVERY FRIDAY 








OF THE UNITED STATES 


the peace of mind of the American citizen, 
is the mission of our society. And after 
all, there could be no closer parallel to the 
objectives of your Federal Bureau of In- 
vestigation.” 
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Parsons Agency | 
Leads Mut. Benefit 


With $8,735,000 in paid business, not 
including annuities, the Bruce Parsons 
agency of Chicago 
led Mutual Benefit 
Life in 1944. Since 
J. F. Ramsey took 
over the manage- 
ment in April, 
1942, when Bruce 
Parsons, now a 
colonel, entered 
the army, the 
agency has led Mu- 
tual Benefit in two 
of the three years. 
New agents who 
have joined the 
agency since Mr. 
Ramsey took 
charge paid paid for over $3,750,0U0 in 
1944, 
One-fifth of Mutual Benefit’s first 

leading producers are members of 
the Parsons’ agency. They are Erwin 
Fenzau, Irving Goldie, Marc Law, Fred 
Reed and Harley Huskey. Four mem- 
bers qualified for the Million Dollar 
Round Table in 1944. Two women 
members, Vara Hunt and Helen Handy, 
paid for over $250,000. Fourteen mem- 
bers have production qualifications, a 
minimum of $250,000 a year, necessary 





J. F. Ramsey 


Or 


«0 





ing. 


shoulder to the wheel. 


to do their full share. 


LIFE 


LOUISVILLE e« 


COMMONWEALTH 


Commentary 


7TH WAR LOAN DRIVE 


Once again more than 50,000 life underwriters 
throughout America are “Pulling Their Weight,” and 
more, in a vigorous effort to put the 7th War Loan 
Drive over the top. In no previous drive has the job 
loomed so large nor the goal appeared more difficult 
to attain. Never before has the Treasury Department 
placed greater dependence upon the life underwriters 


of America than in this seventh effort in war financ- 


If you are a field underwriter and have not yet 
volunteered your services, do it today. 


your local life underwriters association and put your 


Commonwealth as a company, and Commonwealth 


career underwriters in the field, are again prepared 


Insurance in Force, March 31, 1945 — $247,447,617 


COMMONWEALTH 


INSURANCE COMPANY 
MORTON BOYD, President 


WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME 


for membership in the Illinois Round 
Table. 

Ed Brucks, who entered the busi- 
ness in May, was second among all 
new agents in Mutual Benefit for the 
year 1944. Twenty-four agents qualified 
for membership in the company’s Lead- 
ers’ Club. The agency has shown in- 
creases in both 1943 and 1944, the 1944 
increase being more than 20%. 

Ramsey is a life and qualifying mem- 
ber of the Million Dollar Round Table 
and led Mutual Benefit in U.S. produc- 
tion in January. 





Harry Syphus, general agent of Ben- 
eficial Life and Ray Peterson, vice-presi- 
dent of Pacific National Life, were pitted 
against each other at colorful ceremonies 
at the opening of the Salt Lake City 
Country Club. The players were divided 
into cowboys and Indians and Mr. Sy- 
phus was chief of the Indian squad and 
Mr. Peterson, was head cowhand. 

E. B. Thurman, Chicago general agent 
New England Mutual Life, who has 
been away from his office for some 
weeks due to an operation for gall- 
stones, is now able to spend a couple 
of hours each day at his work and will 
gradually get back in form. 


Germanus E. Perino, auditor New 


England Mutual Life, and Samuel E. 
Walker, assistant comptroller Penn Mu- 
tual Life, have been elected to mem- 
bership in the Controllers Institute of 
America. 






Contact 
































Airlines to Be 
Field for Life 
Company Investment 


New financing required by U. S. com- 
mercial airlines in the next five years 
will approximate $500 million, according 
to an extensive study of airline financing 
conducted by Mutual Life of New York 
with Bankers Trust, Chase National 
Bank and New York Trust Company. 
This provides a new and extensive in- 
vestment opportunity for life insurance 
companies, the study indicates. 

A report on the study is being made 
available to airlines, airplane manufac- 
turers, banks, insurance companies, in- 
vestment underwriters and other lenders 
interested. 


Covers Long Term Lending 


The new capital problem of the coun- 
try’s airlines is a large one and effective 
methods must be developed to meet it, 
the study points out. While the situa- 
tion offers attractive lending opportuni- 
ties, lenders must have detailed knowl- 
edge of the relatively new field if they 
are to approach the problem with con- 
fidence and provide efficient methods of 
financing. The study covers both me- 
dium term lending, of interest primarily 
to banks, and long term lending, of 
interest to the life companies. 

By 1950, the study states, it is prob- 
able that domestic airlines will fly 
annually eight billion passenger miles, 
compared with 1.6 billion in 1943, the 
gross operating revenues of the air- 
lines in 1950 will reach $500 million as 
compared with $152 million in 1944. On 
Jan. 31, 1945, flying equipment of the 
country’s airlines consisted of 371 planes, 
which emphasizes the great need that 
will exist for new flying equipment 
after the war. Equipment to provide 
approximately five times the seating ca- 
pacity of existing fleets will require 
expenditures by 1950 for flying equip- 
ment and spare parts of approximately 
$300 million and an additional invest- 
ment in non-flying equipment, such as 
hangars, maintenance, communications 
and office facilities of more than one- 
third that figure. 


Needs for Foreign Operations 


The air lines will need additional 
working capital to cover expanded re- 
quirements, bringing the total need to 
approximately $500 million. In addition 
American airlines, it is estimated, will 
spend another $250 million on foreign 
operations. Of the total $750 million of 
new capital needed by 1950, about $500 
million will have to be raised by borrow- 
ing or through the sale of equity securi- 
ties. 

Rates are expected to be reduced to 
four cents per passenger mile by 1950, 
and express and freight will increase 
markedly. A substantial portion of the 
cost of flying equipment of well man- 
aged airlines will be purchased by bor- 
rowing, and most such loans will be 
secured. No standardized borrowing in- 
strument, such as the railroad equipment 
trust, is likely to be adopted in the 
near future, but it is expected that loans 
will be based to a large extent on chattel 
mortgages, equipment trusts, or condi- 
tional sales contracts, depending upon 
the circumstances in each case. Certain 
changes in legislation are desirable, the 
study adds, with respect to the loan 
instrument. 

Obsolesence is one of the principal 
problems in airline financing. The de- 
velopment of an airplane takes three 
years or more from its conception to 
the earning stage. Improvements are 
being made continuously. Heretofore 
loans have been made in most instances 
from three to five years, but new large 
and specialized equipment will probably 
be amortized by the airlines over a 
longer period of time, perhaps up to 10 
years. 

One of the problems is what disposi- 
tion the lender can make of modern air- 
craft in case of default on loans. If the 


airline continues in operation, the ques. 
tion of disposal of equipment Probably 
will not arise, but in case of abandop. 
ment, the problem is difficult. It woyj 
be necessary to find another airlin 
operating under similar conditions anj 
needing additional equipment in order ty 
dispose of the repossessed equipment, 





Call Discrimination Charge 
in Union Issue Unfounded 


WASHINGTON — Dismissal of 
charge that Washington National dis. 
criminated against Jacob Greene, 
industrial agent and prominent in Unite 
Office & Professional Workers of Amer. 
ica, local union 9, by discharging him, 
has been recommended by Josef |. 
Hecktoen, a trial examiner of the mp. 
tional labor relations board, in an inter. 
mediate report. The examiner op. 
cluded that Greene was derelict in sell. 
ing insurance for another company an( 
in falsifying an application. 

On the other hand, the report cop. 
cludes that the company engaged in um. 
fair labor practices by refusing to bar. 
gain collectively with the union as ¢. 
clusive respresentative of employes 3 
Los Angeles; also by “interfering with, 
coercing, and restraining” employes in 
the exercise of rights under the act. 





pe HANKS, GEORGE 
SHOEMAKER of NEW YORK 
CITY AND BOB OSLER OF 
R & R FOR “THANKS, DAD!” 


* * * 


SEVERAL MONTHS AGO, 
MR. SHOEMAKER ésaid to 
me: “Whenever I sell a juvenile 
policy, I wonder if the father 
will be able to get the story 
across to his son. ‘Thanks, Dad, 
but what the heck does a kid 
like me want with a policy? 
Why don’t you get out a book- 
let that will help Dad tell the 
story?” 


SO BOB OSLER TOOK 
HOLD, and the result is a 
beautiful story in which Dad 
tells his son the many reasons 
why he thought it wise to buy 
a policy for him. 


IT IS WORKING. The other 
day, A. C. F. Finkbiner told us 
of giving a copy of “Thanks, 
Dad!” to a new purchaser of 
father-and-son insurance. He 
called in his two associates, read 
the booklet to them, and the re- 
sult was two additional juvenile 
cases in about the time it has 
taken you to read this para- 
graph. 
x * 


PUBLICATIONS LIKE 
“THANKS, DAD!” MAKE THE 
SERVICES OF R & R SPAR- 
KLE WITH LIFE AND IN. 
TEREST. PERHAPS R & R 
CAN BE ACCUSED OF MANY 
FAULTS, BUT I HOPE 
NEVER OF THE DEADLY 
FAULT OF DULLNESS. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
ARCH & REVIEW SERVICE 
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Argue Okla. Tax 
Case Before 


Supreme Court 
WASHINGTON—As the U. S. Su- 


preme Court approached hearing argu- 
ments in the Lincoln National Life Ok- 
lahoma tax case it appeared that Russell 
V. Johnson would make the principal 
presentation in behalf of the company 
and Assistant Attorney General Fred 
Hansen of Oklahoma, for its insurance 
commissioner. 

A number of interested lawyers and 
insurance men gathered to hear the 
arguments, including J. V. Bloys, Life 
Insurance Association of America. It 
was pointed out that the commerce 
question is not involved here, it not 
having been raised in the proceedings 
in the Oklahoma court. 

It is agreed that “a gross premium 
tax is an equitable mode of taxation in 
the absence of discrimination against 
foreign .’ companies. The state’s 
power to change conditions upon which 
business is permitted is “not unlimited” 
the court is told. After the company had 
been a “quasi citizen” of Oklahoma 
for over 22 years, the state premium tax 
was increased from 2% to 4% in 1941. 

The Supreme Court took the case un- 
der consideration, following two hours 
of arguments concluding about 2 p. m. 
Wednesday. 


Mr. Bloys was admitted to the Su- . 


preme Court bar. 

The arguments were punctuated by a 
rapid cross-fire of questions and remarks 
from the bench, principally Justices 
Frankfurter, Reed and Chief Justice 
Stone. Justice Jackson contributed the 
question: 

“You do not deny the state could ex- 
clude you?” 

Mr. Johnson agreed it could. He ar- 
gued the company’s good will, business, 
etc., would be destroyed in Oklahoma if 
denied equal protection of the laws un- 
der the constitution. He pounded away 
on the proposition that after the com- 
pany had paid license fee for 1941 the 
premium tax rate was doubled to 4%. If 
the company withdrew from Oklahoma 
at the end of the license year, it would 
still have to pay that tax, which does not 
operate as a condition precedent. 

Past compliance with an invalid tax 
cannot be made a valid condition prece- 
dent to renewal of license, he argued. 


Question by Frankfurter 


Justice Reed brought out the Lincoln 
case involves only the 1941 tax and that 
the tax is for the privilege of doing busi- 
ness. 

“Ts your position that once a foreign 
corporation is admitted to the state it 
must stand on an equality with domestic 
corporations?” asked Frankfurter. “Yes,” 
Johnson replied. 

He declared there is a line between 

Burdens before and after admission; 
the burden before is within the state’s 
discretion, but after you get a license” 
the state cannot double the tax. “You 
are entitled: to be treated on equality 
with citizens.” 

Justice Reed remarked he did not un- 
derstand the difference in principle be- 
tween the Oklahoma requirement to pay 
$200 entry fee and a 2% premium tax. 
Johnson said usually a state imposing a 
condition precedent “gets its money be- 
fore issuing license.” 

_Justice Jackson brought out that for- 
ign corporations pay all Oklahoma 
taxes domestic corporations do, except 
the state income tax. He suggested that 
the mere fact of a difference in rate 
Makes a tax unconstitutional. Johnson’s 
Complaint was against discrimination by 
the state after admission of the company. 

Frankfurter made the point Oklahoma 
could deny future license, although the 
Company has done business there for 
Many years. 

Mr. Hansen in his argument for the 
State, devoted much discussion to the 

ahoma court opinion. He agreed a 
ate cannot require a corporation to sub- 


mit to invalid tax which would deprive 
it of constitutional rights. 

He made it clear that the 4% tax is 
payable on the basis of premiums col- 
lected during a preceding calendar year 
covering 10 months of one license year, 
two months of another. The Oklahoma 
court held it immaterial whether the tax 
is paid at the beginning or end of the 
license year. Stone indicated agreement 
with this proposition. 

Hansen conceded the tax is discrimi- 
natory, but denied it refused equal pro- 
tection of law to Lincoln National. 

Reed remarked Oklahoma gave the 
privilege of doing business for $200 and 
2% premium tax, but the taxed corpora- 
tion did not know at the beginning of 
the year how much it would have to pay 
at the end. 

Remarking that a foreign company 
paid the admission fee and 2% tax, 
Frankfurter brought out domestic com- 
panies do not pay premium tax, and 
asked: “Are the tax burdens the same 
on domestic and foreign companies” 

Hansen replied they are “practically 
equal” but defended the state right to 
discriminate between domestic and for- 
eign companies before, but not after, 
admission of the latter. He contended 
the levy in question “is not an entrance 
fee.” 


Alluding apparently to the fact that 
Lincoln already was “in,” Oklahoma be- 
fore the 4% rate went into effect, Frank- 
furter asked: “How can there be a new 
premium tax for coming in when you 
are already in?” 

Hansen declared the Oklahoma rate is 
not retroactive. The levy is a privilege 
tax depending upon the amount of busi- 
ness, he insisted. He suggested the state 
could require an estimate of business to 
be made at the beginning of a year as 
the basis of tax. 


GI Loans an Issue in 
D. C. Life Insurance Bill 


WASHINGTON—Legislation recent- 
ly introduced in Congress to amend the 
District of Columbia life insurance law 
so as to liberalize provisions limiting 
life companies’ investment privileges in 


the light of the GI law authorizing guar- . 


anty of loans to veterans, is opposed by 
a group of companies here on the 
ground that it discriminates against life 
companies. 

H. W. Kacy, vice-president of Acacia 
Mutual, has written to the House com- 
mittee on District of Columbia and to 
the commissioners of the District about 
the matter, following discussion by a 
committee representing life companies 


here of the bill, HR 2877, introduced by 
Rep. Randolph, West Virginia. 

Under the D. C. life act. companies 
can not lend more than two-thirds of 
the value of property put up as secur- 
ity. Officials say it is necessary to 
amend the law by increasing this pro- 
portion in order to give service men 
the benefit of the GI act; otherwise they 
could not borrow any more than any- 
body else. 

The bill would increase the loan a 
life company can make by the amount 
of 20% of the purchase price of a prop- 
erty to a veteran which the government 
guarantees under the GI act in certain 
circumstances up to a maximum amount 
of $2,000. This applies with respect to 
veterans’ purchase of home, farm or 
business. 

Mr. Kacy says the group he repre- 
sents objects to the limitation placed by 
the new bill on life company invest- 
ments as being more strict than limita- 
tions applying to other lending agencies. 
Such agencies, he points out, can lend 
up to 100% of appraised value of the 
property concerned, provided 20% of 
the loan is guaranteed by the govern- 
ment. 

Under the bill, Mr. Kacy says, life 
companies could loan only the original 
66%3% allowed by the present law, plus 
the guaranteed 20%, or a maximum of 
865%. 














WELL-TAILORED 


Many men know that their need for insur- 
ance is greatest while the family is growing 
and responsibilities are heaviest. 

They may not know that The Prudential 
has a policy tailored to fit their particular 
situation. It is our Double Protection to 




















65 policy. 


This contract provides the extra protec- 
tion while it is needed and makes the 
permanent protection fully paid for by the 
time the policyholder reaches his normal 


retirement age. 
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S. F. Round Table 
Members Average 
$468,000 in 1944 


SAN FRANCISCO—Forty-one mem- 
bers of the Quarter Million Round 
Table of San Francisco accounted for 
$18,711,130 of new paid business in 1945 
for $667,485 in premiums. The average 
production was $468,000 with premiums 
of $16,375 on 87 policies. Five members 
paid for more than $1,000,000 each. 

At the annual banquet 1945 creden- 
tials were distributed by J. Wayland 
Barnette, Northwestern Mutual, presi- 
dent. Mr. Barnette suggested that con- 
sideration be given to changing the name 
to something more easily descriptive 
such as “Leaders Club” but with the 
same production qualifications for mem- 


bership. He also suggested that the 
San Francisco Life Underwriters Asso- 
ciation be requested to create a Quar- 
ter Million Round Table section, repre- 
sented on the association board by a 
vioe-president, At present Mr. Bar- 
nette is vice-president representing per- 
sonal producers. 

Mr. Barnette also suggested having 
the round table stage meetings for the 
underwriters’»association and provide a 
portion of the annual northern Califor- 
nia sales congress. 

Bernard Jaffe, Penn Mutual; Harold 
Kay, New York Life; Ben Sellinger, 
Equitable Society and Don C. Wood, 
Beneficial Life, discussed cases they had 
closed recently. 


Guertin Bills Fail in Minn. 
ST. PAUL—The Minnesota legisla- 


ture has adjourned without passing the 
three Guertin measures. 








appreciate the broker’s problems. 


THE 
EXTRA MAN 
IN YOUR 
ORGANIZATION 


In Connecticut General offices throughout 


the country there are men who know and 


These 


Connecticut General specialists have at their 


fingertips the broad facilities of the Con- 


necticut General organization for handling 


all forms of personal insurance, Group insur- 


ance, Pension Trust and Business insurance. 


Their own technical knowledge is further 


backed 


up by Connecticut General’s Ad- 


visory Bureau. For prompt, efficient han- 
dling of your problems, call the EXTRA man 


in your 


You will find him at 


organization. 


your nearest Connecticut General office. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 





BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE, ACCIDENT ANO 
HEALTH INSURANCE, SALARY 
ALLOTMENT INSURANCE AND AN- 
NUITIES. ALL FORMS OF GROUP 
INSURANCE ano GROUP ANNUITIES 








25 Plus Months 
Are Recorded in 
Ordinary Sales 


Ordinary insurance issued in March 
totaled $869,490,000, according to the 
Sales Research Bureau. This is an in- 
crease of 14% from March of last year. 
For the first quarter the Research 
Bureau finds that total ordinary sales 
were $2,337,980,000, which is an increase 
of 12%. 

In Boston in March the increase was 
12% and for the first quarter 13%; 
Chicago, 23 and 19%; Cleveland, 12 
and 4%; Detroit, 6 and 4; Los Angeles, 
5 and 8; New York, 20 and 15; Phila- 
delphia, 19 and 10, while in St. Louis 
there was a decline in sales in March 
of 3% but for the quarter there is an 
increase of 9%. 

For 25 months in a row, the Research 
Bureau finds plus signs have been 
rolled up in the ordinary field. 

March sales exceeded the production 
of any month since Pearl Harbor, with 
the exception of January, 1942, when 
there was a big spurt to buy ahead of 
war clauses. 





Commissioners’ Federal 
Legislation Unit to Meet 


All matters pertaining to the annual 
convention of the National Associa- 
tion of Insurance Commissioners that 
was scheduled to be held at St. Paul in 
June have been left in the hands of 
Newell R. Johnson of Minnesota, presi- 
dent of the association. Application 
for permission to hold the meeting has 
been made to the office of defense 
transportation but clearance has not yet 
been obtained. It is understood that 
the week of June 4 is the date that 
has been requested in the application 


to ODT. 


Commissioner Harrington of Massa- 
chusetts has called a meeting of the 
federal legislation committee of the Na- 
tional Association of Insurance Com- 
missioners, of which he is chairman, at 
the Hotel Commodore, New York, May 
11-14. The purpose of the meeting is 
to consider uniform state legislation 
necessary as a result of the Supreme 
Court decision in the Southeastern Un- 
derwriters Association case and the fed- 
eral insurance legislation. 


Illinois Bankers Life 
Makes Progress in 1944 


Illinois Bankers Life in 1944 had.an 
increase in surplus larger than any pre- 
vious year and achieved a substantial 
gain in assets. 

Surplus at year end was $1,607,817, 
a gain of $305,283. There is a volun- 
tary war mortality fluctuation reserve 
of $300,000. Assets total $28,598,380, 
up $960,006. During the year the com- 
pany purchased $4,352,656 in govern- 
ment bonds, bringing the total to $11,- 
691,647. 








Joint Meeting in Chicago 


The Chicago Home Office Life Under- 
writers Club and Chicago Actuarial Club 
will hold a joint meeting May 3 at 6:00 
p.m. at Huyler’s, 310 South Michigan. 
Charles M. Wilson, director of the 
Chicago police department’s crime de- 
tection laboratory, will speak. Medical 
directors, claim men, actuaries and home 
office underwriters are invited to attend. 
Harry J. Nelson of Mutual Trust Life 
is chairman of the program committee. 





Little Rock Wins Cup 


The Little Rock branch office of Gen- 
eral American Life won the President’s 
Cup for the first quarter of 1945. It is 
the first branch or general agency to 
win. the trophy four times in as many 
years. 


One-Day Production 
Record for N. Y. 
Life’s Centennial 


New York Life started its second cen. 
tury April 12 with a new high record in 
number and volume of applications for 
life insurance written in a single day, 

According to reports from branch of- 
fices, there were 12,285 applications 
dated April 12, for $34,281,174. This isa 
larger amount than was paid for in New 
York Life in its first 15 years, 1845-1859, 

The branch offices reported that 2,099 
agents wrote three or more applications 
April 12. The leading branch in volume 
was Los Angeles, followed by Boston, 
Los Angeles reported 204 applications 
for $947,032, with 38 agents writing 
three or more. Boston reported 188 ap. 
plications for $923,000, with 33 agents 
writing three or more. 

On number of applications, southern 
California was the leader with 242 appli- 
cations for $673,500, all 48 agents W riting 
three or more. Minneapolis, in second 
place, reported 223 applications for 
$435,579, with 37 agents writing three or 
more. 

CENTRAL DIVISION RECORD 


Business totaling $5,089,981 was rte- 
ceived in 2,002 applications dated April 
12 by Harry H. Hicks, superintendent 
of agencies of the central division of 
New York Life at Chicago. The one- 
day drive honored the company’s 100th 
birthday. Branch offices reported 361 
agents wrote three or more applications 
each on April 12. The leading branch in 
volume was Detroit, with 202 apps for 
$685,100 and leading branch in applica- 
tions was Capital, Madison, Wis., with 
206 apps for $359,400. 

J. V. Rooner of Century branch, Chi- 
cago, with 20 apps and C. J. Ogron of 
Field building branch, Chicago, with 19 
were leaders-at-large in number of apps, 
and Jack Mansfield, Bankers building 
branch, Chicago, with $112,000 and H. 
A. Rife, Jr., Detroit, with $77,000 were 
leaders-at-large in volume. 


Culling Talks to L. A. Cashiers 


A. N. Culling, assistant supervisor 
of the renewal department of Pacific 
Mutual Life, addressed the Life Agency 
Cashiers Association of Los Angeles 
on “Some Post-War Jobs.” 

The association will hold its annual 
meeting May 17. 








‘! CAN'T STOP NOW, BUT DO YoU 
SELL SINGLE PREMIUM LIFE?” 


GENERAL 
AMERICAN 


nddeEnce 





"YES, SIR! .. General 


American Life issues Single 
Premium Life contracts 
from age 15 to age 65. They 
‘provide a first year dividend 
and a first year cash value.” 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 
WALTER W. HEAD, Pres. St. Louis, Mo 








April 


— 


Iss' 
Inte 
Co’ 


WA 
Coloré 
comm 
shortl: 
islatio’ 
intere: 
Gover 
ing bil 
erans 
would 

| 


minist: 
stated 
U. S. 
750,00( 
ernme: 
the g¢ 
$1,234, 
Opp 
3%, B: 
on loa 
loan is 
icy lap 
Gov 
basis. 
Enc 
genera 
at 5% 
tion © 
would 
policy! 
Aq 
holder: 
To-lov 
sonabl 
of pol 
who hz 
Sena 
veterar 
given 
bonds 
VA ins 
ury iss 
ice Lif 
insuran 
34%. 
Sena 
govern: 
at 3149 
So, s 
Govern 
NSL p 
to issue 
coincid 
that US 
Milla 
erans, 1 
veteran 
ance hi 
since 1! 
premiut 
the pol 
5% ant 
contrac 
higher 
cause tl 
Rice 
on U. S 
ing a p 
icyhold: 
etnmen 
sured c 
He poi 
teductic 
ment Ic 
5%. 
Omar 
Wars, s 
legislati 
ment p 
for loa: 
can get 
Private 
Oppo: 
islation, 
sion un 
are not 
Veterans 
borrow 
etiment 
bution 
Denses, 
ement 
eiment 
to whor 
tather 
The f 


April 27, 1945 


LIFE INSURANCE EDITION 


9 





1945 


—_— 


=x 





———— 


Issue of Loan 
Interest on Service 
Cover Is Debated 


WASHINGTON — Senator Johnson, 


cel. § Colorado, says his Senate finance sub- 
rd in committee will probably recommend 
S for shortly to the full finance committee leg- 
‘a jslation to reduce from 5% to 4% the 
h of- interest rate on loans secured by U. S. 
tions Government insurance policies. A pend- 
S889 ing bill, S.447, proposes a 3% rate. Vet- 
New erans organizations have indicated they 
1859, would be satisfied with 4%. 

2,099 H. V. Breining, assistant veterans ad- 
. ministrator in charge of insurance, has 
lume stated there are 138,000 borrowers on 
ston, U. S. Government loans totaling $120,- 
tions 50,000. There are 572,907 U. S. Gov- 
iting ernment policies in force, and assets in 
5 the government trust fund amount to 
sents F s.234,000,000. 

Opposing reduction of interest rate to 
hern 3%, Breining states that the lowest rate 
ppli- on joans on private insurance is 5%. A 
ae loan is often the first step towards pol- 


icy lapsing, he observes. 
ie Government insurance is on a 34% 
basis. 

Encouragement to borrow from the 
general fund on Government insurance 
reef at .5% less than guaranteed in calcula- 


(pri f tion of the premium, Breining said, 
dent f would be against the interest of many 
1 of F policyholders. ; ; 

one- A question of equity among policy- 
00th § holders is involved as Breining sees it. 


361 § To-lower the interest rate below a “rea- 
sonable mean” would be at the expense 
of policyholders paying premiums and 
for § who have not made loans. 


lica- Senators have been informed by the 
with F veterans administration that it was 
. given a special issue of government 
Chi- # bonds at a special rate of 314% for all 
1 of f VA insurance investments. The Treas- 
1 198 uy issued a 3% bond for National Serv- 
PPS: B ice Life funds. On U. S. Government 
ling § insurance the original act called for 
H.W 34%. 
bi Senators expressed surprise that any 
government bonds were being put out 
at 314%. RAs: 

So, said Breining, “in fairness to the 
isor § Government policyholders,” as against 
sific | NSL policyholders, the Treasury agreed 
ncy § to issue a special bond at an interest rate 
eles § coinciding with that guaranteed under 

that USG contract, namely 3/2%. ; 
ual § = Millard Rice, Disabled American Vet- 


erans, makes the point that thousands ot 
veterans who could not get other insur- 
ance have taken out U. S. Government 
since 1927 under an agreement that back 
premiums would constitute a lien against 
” the policy. These veterans are paying 
5% annually on the basis of such lien 
contracts. That is in effect paying a 
higher insurance premium, he said, be- 
cause they were considered poor risks. 
“Rice also contended that a borrower 
on U. S. Government should not be pay- 
ig a profit for the benefit of other pol- 
iyholders, and that the net cost of Gov- 
tment insurance is below what the in- 
{ ff sured could get from private companies. 
He pointed out that VA had opposed 
teduction of the interest rate on Govern- 
ment loans some time ago from 6% to 
df. 

Omar Ketchum, Veterans of Foreign 

Wars, says pressure is being brought for 
legislation to permit holders of Govern- 
ment policies to assign them to banks 
for loans, because such policyholders 
tan get a better rate of interest through 
Private lenders. 
_ Opposing the suggestion of such leg- 
lation, Breining said the present provi- 
sion under which Government policies 
ae not assignable is of greater value to 
Veterans than would be opportunity to 
Sorrow from private lenders. The gov- 
‘iment is making an important contri- 
ution in bearing administrative ex- 
Penses, he said, and he thought the gov- 
‘tment would wish the proceeds of Gov- 
‘iment insurance to go to beneficiaries, 
‘0 whom there is a moral obligation, 
father than to a possible lender, 

The Army and Navy Union endorsed 
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S.447, as is, with the 3% rates. The 
American Legion suggested considera- 
tion of the interest rate, but did not rec- 
ommend a specific rate. The Military 
Order of the Purple Heart favors a 4% 
rate, as does the Veterans of Foreign 
Wars. 


WOULD EXTEND NSL COVER 


Automatic extension for a second five- 
year period of National Service Life 
five-year level premium term policies is 
proposed in HR 2949, introduced by 
Rep. Rogers, Massachusetts. 

Proposals for extension of NSL poli- 
cies, in view of prolongation of the war, 
have been under consideration in the 
veterans administration for some time. 
Assistant Administrator Breining has 
stated a recommendation for such legis- 
lation will be submitted to Congress. It 
has been suggested that this might take 
the form of extension for a year or two, 
until the end of the Japanese war. 

Provision for giving credits under the 
old-age and survivors insurance provi- 
sions of the social security act for mili- 
tary service has been proposed in a 
bill introduced by Senator Wagner, New 
York. A similar bill was introduced by 
Rep. Lynch, New York. 

The bill provides that effective as of 
Sept. 7, 1939, the act be amended by 


providing that each serviceman “shall be 
deemed to have been paid $160 as re- 
muneration for employment” in and for 
each month of active military or naval 
service performed after the above date 
and before end of the war or until the 
end of his service after termination of 
the war. 

In lieu of taxes under the OASI pro- 
visions on the $160 wage, the bill author- 
izes appropriations to the OASI trust 
fund of amounts equal to the sum of 
the product of wages deemed paid by 
reason multiplied by the current rate of 
taxation on employers and employes. 

The bill also contains provisions for 
adjustment of duplicate benefits, death, 
and monthly. 





Uses “Wire Recorder” in Training 


Herbert P. Lindsley, educational di- 
rector of Farmers & Bankers Life, is 
now using a “wire recorder” in educa- 
tional work in training men to do a 
better job in speaking. It was used in 
a training school this week for a small 
group of new men from Amarillo, Ponca 
City and Wichita. 

Mr. Lindsley is reorganizing his train- 
ing program into three types of classes, 
one for “business insurance,’ one for 
“training the trainer,” a course for gen- 
eral agents, and the third for beginners. 


Service Men Under 21 May 
Be Licensed in Ohio 


Superintendent Dressel of Ohio will 
hold a hearing May 28 on a proposed 
amendment to present rules as to types 
of persons who will not be licensed as 
agents. The provision that the depart- 
ment will not license applicants who 
have not passed their 21st birthday 
would be amended to except applicants 
who have been honorably discharged 
from the armed forces and who have 
passed their 18th birthdays. 





Rummage Named to New 
Ariz. Insurance Post 


Roy B. Rummage has been appointed 
director of insurance of Arizona for a 
term of six years. The appointment be- 
comes effective July 1, and the term 
expires July 30, 1951. 

The appointment was made under a 
new law which creates an insurance de- 
partment in the Arizona corporation 
commission. Mr. Rummage has been 
serving as insurance director but the 
office did not have the prestige that 
it now has under the new law. The 
salary is increased also. 
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Lesson from Insurance Graveyard 


When one reads the tombstones in 
the insurance graveyard he is compelled 
to reach one conclusion. There have 
been thousands of insurance corpses due 


to the departure from certain fundamen- 


tal procedure and principles. Every 
profession and every business is or 
should be based on a few principles 


that have been tested and tried and not 
found wanting. They form the foun- 
dation of an institution. When any 
enterprise departs far from these or at- 
tempts to build a structure on a differ- 
ent basis, there is failure. The funda- 
mentals must be observed. Those com- 
panies that observed them the most 
religiously are able to depart now and 
then a short distance. The trouble with 
the insurance mortality is that it is due 
to a management thinking that it can 
ignore the fundamentals on which the 
business is built. There are 100 cents 
in every dollar. When one endeavors 
to squeeze out more he is really con- 
tracting the genuine dollar. When he 
endeavors to stretch it the expansion 
breaks. We must not ignore the basis 


on which insurance in its various classi- 
fications is built. It is well now and 
then to take a refresher course and re- 
view the situation. It is wise to study 
the underpinning and see how the super- 
structure is affected by it. Any attempt 
to over-ride something that is basic 
and necessary to success spells failure. 


We can learn much from studying 
the insurance graveyard, ascertaining 


what was the cause of death and how 
it might have been avoided. To those 
who are entrusted with management it 
would be a most salutary study to delve 
into the history of the old institutions 
that have had a successful career and 
discover why they were successful and 
why they are old. Every once in a 
while the management believes it has 
a short cut and it can take advantage of 
some condition that will give it a boost. 
Very often these temporary, artificial 
advices sound the death knell. There 
are many elegant superstructures that 
catch the eye and yet in due season fall 
because the foundations have not been 
properly laid and maintained, 


A Warning from the Past 


In the course of cleaning out its files, 
the Albany office of the New York de- 
partment came across a letter which 
may well be read as a reminder and 
warning of the sort of federal regulatory 
proposals that may lie ahead. It is a 
copy of letter written in 1892 by the 
superintendent, James F. Pierce, reply- 
ing to a request from the former “Insur- 
ance Times” for the views of Mr. Pierce 
and the governor on a bill recently in- 
troduced in Congress by Rep. Pattison 
of Ohio. Said Superintendent Pierce in 
his reply: 

“T have not seen a copy of the bill in 
question, but understand its purpose is 
to establish a national bureau for the 
supervision of the business of insurance 
in the United States by the general 
government. I should be most happy to 
comply with your request and furnish 
you with my opinion in connection with 
this question, but, as you say, the opin- 
ion of the Supreme Court of the United 
States having already been given upon 
this point and settled in the decision in 
the case of Paul vs. Virginia, I naturally 
feel very much disinclined to ventilate 
my humble views upon a question al- 
ready passed upon and settled by the 
United States Supreme Court. If it has 
decided that insurance was not com- 
merce within the meaning of the Federal 
Constitution, I can not see how Con- 


gress can make it so. I, therefore, have 
very little apprehension concerning the 
so-called Pattison bill now in the lower 
house, as the bill seems to contemplate 
the enactment of a clearly unconstitu- 
tional measure.” 

In the light of the S.E.U.A. decision 
of some 50 years later, Mr. Pierce’s 
letter exudes a confidence that is almost 
pathetic, like a man stepping briskly 
along, unaware of the banana peel on 
which he is about to tread. Yet Mr. 
Pierce was eminently right and his 
views needed no altering for more than 
half a century. 

The jolting contrast between Mr. 
Pierce’s expressed views and what they 
would have to be today should warn 
insurance men against excluding any 
conceivable future possibility from their 
calculations. In this connection it is 
pertinent to mention the recent state- 
ment of Rep. Hatton Sumners on the 
federal insurance act, in which he 
stresses the need of keeping control over 
insurance in the state's hands rather 
than turning the job over to the national 
government. The danger of looking to 
Washington for everything is also em- 
phasized in “The Road to Serfdom,” 
which was condensed to form the lead- 
ing article of a recent “Reader’s Digest.” 
If the time ever comes when it seems 
easier to give up and turn insurance su- 


sedi over to federal government, 
insurance men will be under a scald 
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obligation to take more than mere con- 








. A. Boyer, assistant superintendent 
of claims of Northwestern Mutual Life 
and president of the Milwaukee Junior 
Chamber of Commerce, was toastmaster 
at its annual dinner at which James A. 
Farley, former Democratic national 
chairman and former Postmaster Gen- 
eral, was the principal speaker. Mr. 
Boyer presented the association’s dis- 
tinguished service award to Ben Barkin 
as the outstanding young man of the 
year of war bond sales promotion ef- 
forts. 

Members of the Northern Illinois 
agency of Equitable Society in Elgin 
tendered Herbert E. Kerber, agency 
manager, a surprise luncheon at Crystal 
Lake on his 30th anniversary with the 
society. Walter L. Gottschall, director 
of agencies, Chicago, spoke on “Present 
Planning for the Post-War Era.” 


Severin Schulte of Santa Ana, Cal., 
who until his retirement from Bankers 
Life of Des Moines, was assistant super- 
intendent of agencies for the Pacific 
Coast district, has reported at the Bar- 
nes Hospital, St. Louis, for observation 
and treatment. 


Roy Tuchbreiter, president of Contin- 
ental Casualty and Continental Assur- 
ance, has been appointed chairman of 
the Illinois state pension fund. He suc- 
ceeds the late H. A. Behrens, who was 
head of the Continental organization. 


Elmo Walker, president of Union Life 
of Little Rock, has gotten out a tribute 
to his father, J. W. Walker, chairman 
of that company. It was brought out 
in connection with J. W. Walker’s 
74th birthday anniversary. On _ the 
cover is a picture of the chairman and 
inside a message from Elmo Walker 
telling about his father and his father’s 
family and closing with a statement: 
“Quietly and without pretense he has 
contributed to the happiness of many 
and to the building of Arkansas. If you 
know him you love him, but if you knew 
him better you would love him more— 
he is my father.” 


J. W._ Walker was one of the found- 
ers of ‘Union Life and served as its 
president until February of this year. 


John R. Hardin, president of Mutual 
Benefit Life, celebrated his 85th birthday 
quietly on Tuesday, except for many 
congratulations from home office em- 
ployes and officers. His office was a 
complete rose garden. Last year he 
observed the 60th anniversary of his 
admission to the bar, and this year 
brings the 65th anniversary of | his 
graduation from Princeton, of which he 
is a trustee. 


A group of about 25 officers. of 
United of Chicago and their wives 
gathered at a 66th birthday dinner 
Saturday for Vice-president H. " 
Rockwood. President O. T. Hogan 


presented Mr. Rockwood with an infra- 
red lamp such as Mr:. Hogan has used 
during the past winter in lieu of his 
customary trip to Florida. The official 
family of United constitutes an unusu- 
ally congenial group. The newest mem- 
ber is Vice-president E. A. Rees, who 
formerly was head of the industrial de- 
partment of American National. 
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S. Royce Braman, assistant auditor 
of Aetna Life, has completed 45 years 
with the organization. A native of New 
London, he joined Aetna Life in the 
auditing department in 1900. He was 
elected an assistant auditor in 1919, He 
is a deacon of the First Congregational 
Church of Windsor and is secretary of 
Company D, 1st Infantry, Connecticut 
State Guard Veterans Association. 

H. E. Hilton of the insurance depart- 
ment of the U. S. Chamber of Com- 
merce at Washington is visiting in Chi- 
cago this week. 


DEATHS 


Roy L. Beck, 66, senior interviewer 
for the U. S. Employment Service at St. 
Louis, died there. Formerly he was 
publicity director of Missouri State Life 
and subsequently of Continental Life of 
St. Louis. A son, Lt. Alan Beck, now 
in service, was formerly publicity man 
of Central States Life, which  subse- 
quently became Mutual Savings Life of 
St. Louis. 

J. Ray Campbell of Parkersburg, W, 
Va., 51, for five years state agent of 
Midland Mutual Life and previously for 
10 years general agent, was drowned 
in the Ohio river when a canoe in which 
he was riding with a friend, was upset 
at Blennerhasset Island. The canoe was 
found later down the river, but at the 
latest word Mr. Campbell’s body had 
not been recovered. Midland Mutual 
wrote $1% million in West Virginia 
last year under Mr. Campbell’s direction, 
His agency now has $6 million in force, 
a gain of $1 million a year for five years. 

E. Guy Owens, recently retired as 
Oklahoma manager of Mutual Life, has 
received word that his son, Capt. Marion 
S. Owens, was killed in action March 30. 
Capt. Owens had been with the Okla- 
homa agency for several years. 

John F. Collins, 75, who with his son, 
Clarence L. Collins, represented Provi- 
dent Life & Accident in Fond du Lar, 
Wis., for a number of years, died sud. 
denly at his home. 





‘ikea in Los Angeles 


LOS ANGELES—President Holgar 
J. Johnson of the Institute of Life In- 
surance spent a busy two days in Los 
Angeles. He held an executive session 
with members of the Life Insurance 
Managers Association of Los Angeles, 
and officials of Occidental Life and 
Pacific Mutual Life, at which he te- 
viewed problems of management and 
also the trend which is indicative o 
what companies and managers may mett 
in the future. 

The next day he addressed a break- 
fast meeting of the Life Underwriters 
Association of Los Angeles on “Yo, 
the Agent, in Our Public Relations” 
He said the life agent as an individudl 
is acceptable to the public, but that 
life men collectively are not held ™ 
high esteem by the public, and that it 
is by the personal contact of the ind: 
vidual that this coldness can be over 
come. 
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N. W. Mutual Nears 
5 Billion in Force, 
Cleary Reports 


MILWAUKEE — Confidence in 
American life insurance continues at a 
high level, according to M. J. Cleary, 
president Northwestern _Mutual Life, 
who points to the 12% gain in insurance 
gles during the first quarter. A fur- 
ther and gratifying evidence of this con- 
fdence, he added, is found in the all- 
time low percentage of insurance volun- 
tarily terminated by policyholders. 

During the first three months North- 
western Mutual sales totaled $81,887,214, 
an increase of $8,626,695. There were 
also $5,164,606 in revivals and additions 
to policies, and $1,060,011 in life annui- 
ties. Total insurance in force on March 
31 reached a new high of $4,496,833,761 
on a total of 1,172,703 policies, Mr. 
Cleary ‘reported to trustees at the 
quarterly meeting here. 

Since the outbreak of the present war, 
2,067 Northwestern Mutual policyhold- 
ets, with life insurance aggregating $6,- 
919,136, have died or are missing in ac- 
tion. There have been 1,823 deaths and 
917 missing in action reported by the 
War Department, and 13 merchant ma- 
rine and 14 civilian deaths have re- 
sulted from military action. 


Results of Operations 


Total income of Northwestern Mutual 
for the quarter was $73,267,984, made 
up principally of $46,152,791 premiums 
and $15,336,324 interest and rent. Total 
disbursements amounted to $42,812,125, 
and included $2,955,460 taxes, $5,092,160 
paid beneficiaries under installment set- 
tlement plans, and $29,312,302 paid to 
policyholders and beneficiaries, includ- 
ing dividends, annuities, endowments 
and death claims. 

An all-time high of $1,784,183,811 in 
total assets was reached. Included were 
bonds at admitted asset value of $1,401,- 
335,948, of which $454,446,393 were U. S. 
government bonds and certificates, an 
increase of $107,887,471 since a year ago. 
Among the other assets were $206,851,- 
568 mortgage loans; $19,568,938 real es- 
tate, home office property and land con- 
tracts; $78,442,152 policy loans, and $34,- 
061,173 cash. Since the first of the year 
eight pieces of city property with an as- 
set value of $4,591,603 have been sold, 
leaving only six-unsold properties listed 
at $1,317,643. Since the early 1930’s 
Northwestern Mutual acquired title to 
7 pieces of city real estate. It is hoped 
to dispose of the remaining six by the 
end of this year. 

Leading the general agencies during 
the first quarter were C. L. McMillen, 
New York City; C. R. Eckert, Detroit; 
Jamison & Phelps, Chicago; P. T. Allen, 
Buffalo, N. Y.; L. E. Allen, Atlanta, 
and Victor M. Stamm, Milwaukee. 





Quaintance Behind New Company 


Fidelity National, which has been or- 
ganized at Denver as a capital stock 
company, writing life, accident and 
health on a legal reserve basis, proposes 
to absorb Fidelity Protective Mutual, 
the accident and health company of 
Denver. A. M. Quaintance is president 
of Fidelity Protective Mutual. He is also 
the main factor in National Industrial of 
Topeka, writing life and accident and 
health. In 1943 Fidelity Protective had 
Premiums $72,749, losses $13,510, ex- 
Penses $42,151, assets $51,203, surplus 
$19,945, 





New York Life Promotions 


New York Life has appointed John 
F. Donoho and William F. Young as as- 
sistant treasurers. Mr. Donoho was 
Ormerly manager of the investment 
€partment and Mr. Young was special 
assistant to the treasurer. 





(UM 


Martino Joins 
American National 


David J. Martino has been appointed 
assistant superintendent of ordinary 
agencies by Ameri- 
can National. 

Mr. Martino has 
b een associated 
with the Pan- 
American Life for 
more than 20 years. 
In 1936 he was ap- 
pointed agency as- 
sistant in the home 
office and in 1940 
was advanced to 
secretary of agen- 
cies and his duties 
extended to include 
field supervisory 
and agency devel- 





D. J. Martino 


opment work. 

Mr. Martino is vice-chairman of the 
Southern Round Table of the Life Ad- 
vertisers Association and has been ac- 
tive in expanding the membership of the 
national organization. He was educated 
at Loyola and Tulane Universities. 


Give Shenandoah 
Examination Report 


Surplus to policyholders of Shenan- 
doah Life at Dec. 31, 1944, amounted to 
$1,244,473, accord- 
ing to the report 
of an examination 
that was conduct- 
ed by (Alabama, 
District of Colum- 
bia and Virginia, 
copies of which 
fwere released by 
Henry E. Thomas, 
first vice-president 
of Shenandoah. In 
the three year per- 
iod since the pre- 
vious examination 
unassigned funds 
were increased by 
$453,386. 

Under the mutualization plan that 
was adopted in 1934, 39,009 of the 50,- 
000 shares had been acquired up to 
Dec. 31, 1944. The stock is held and 
voted by five trustees, two representing 
stockholders, two policyholders who are 
not stockholders and one representing 
the state corporation commission. Div- 
idends on the stock held by the trustees 
are immediately repaid to the company. 

Insurance in force at Dec. 31 totaled 
$310,640,313 divided between ordinary 
$106,844,316 and group $203,795,997. 
Policy reserves were $12,877,585 and 
assets $15,604,705. 

Shenandoah Life owns 4,128 shares 
of United Life & Accident of New 
Hampshire, or 20.6% of the capital of 
the latter company. 

Shenandoah maintains a reserve for 
premiums on 10,910 shares of stock not 
yet acquired under the mutualization 
plan, the reserve amounting to $109,100. 
There is a special group contingency 
fund of $199,830 which has been devel- 
oped since 1939 by the setting aside of 
2% of group life gross premium in- 
come. This allocation is to continue 
until the fund reaches 50% of the group 
life gross annual premium income. There 
is a $200,000 war mortality contingency 
fund. Capital is $500,000 and net sur- 
plus $744,473. 


H. M. Black with Acacia in N. J. 


Howard M. Black has been appointed 
Acacia Mutual Life manager at Jersey 
City. He has been general agent at 
En Brunswick, N.J., for Mutual Trust 
Life. 


The book every A. & H. man should 
read—-“Planned Salesmanship,” by Cous- 
ins. $3.00 from National Underwriter. 








H. E. Thomas 




















Unusually Broad Selection 
of Policy Plans Including... 


5 Year Convertible and 
Renewable Term 
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Family Maintenance and 
Family Income 


Two Year Modified Life 





JUVENILE 


Without War Clause (to age 15) 
WITH PAYOR CLAUSE 














Mortgage Cancellation 


Income for Life 
($10.00 a month per 1000) 


Modified Income for Life 
($5.00. a month per 1000) 


- ——_o———_- 


THE FIDELITY MUTUAL 
LIFE INSURANCE 
, COMPANY 


The Parkway at Fairmount Avenue 
Philadelphia 

a 

E. A. Roberts, President. 






































12 


HeNATIONAL UNDERWRITER 


April 27, 1945 











LIFE AGENCY CHANGES 





Campbell Heads 
Prudential Newark 
Ordinary Agency 


has transferred Manager 
Campbell of Jacksonville 
to the Newark or- 
dinary agency. He 


Prudential 
Charles W. 


succeeds Manager 
Edward N. Van- 
Vliet, who retired 
March 10. 

Mr. Campbell 
goes to Newark 
after 15 years of 
successful _ leader- 
ship at Jackson- 


ville. He joined the 
company in 1923 
as a special agent 
after a successful 
banking career in 
which he rose to 
the vice-presidency of his institution. 
He was appointed manager at Jack- 
sonville in 1930. 

Mr. Campbell entered the army in 
1942, and was assigned to special duty 
ih the adjutant general’s department in 
Washington, with the rank of lieutenant 
colonel. He returned to his office last 
November. 


Agency Is Divided 





Chas. W. Campbell 


Because of the geographical size of 
the territory now covered by the Jack- 
sonville agency, it has been decided to 
establish several agencies within the 
area. The Jacksonville agency will, 
therefore, comprise less territory than 
formerly. Three new agencies, with 
headquarters at Savannah, Miami and 
Tampa, will be created. 

The newly appoimted managers, all 
now assistant managers in the Jackson- 
ville agency, are George W. Carter, 
Jacksonville; Eggleton H. Upshaw, 
Savannah; Donald E. Bishop, Miami, 
and William S. Rodgers, Tampa. 

Mr. Campbell, Mr. Bishop and Mr. 
Rodgers are C.L.U.’s. 


Thompson Retires: 
R. H. Love to Conn. 
Mutual at Harford 


After nearly a half century as agent 
and general agent at Hartford for Con- 
necticut Mutual 
oihe.s JO nt abs. 
Thompson is retir- 
ing from active 
management of his 
general agency, due 
to ill health. Ralph 
H. Love of the Cin- 
cinnati agency will 
go to Hartford to 
manage the agency 
for Mr. Thompson. 





Mr. Thompson 
became associated 
R. H. Love with Connecticut 


Mutual in 1897 fol- 
lowing graduation from Rutgers Univer- 
sity. After four years as a salesman at 
New York, he was given a general agency 
at New Haven. He later went to Detroit, 
first as an agent and later as general 
agent, and remained there until 1909 
when he returned to New Haven. In 
1913 Mr. Thompson transferred to Hart- 
ford as partner of Alfred T. Richards 
and became sole general agent when Mr. 
Richards died in 1923. Since then the 
size of the agency has multiplied five 
times and is now one of the largest. The 
territory included all Connecticut until 
1927, when Litchfield and Fairfield coun- 
ties were released to the Fraser agency 
at New York. 

The agency has earned many honors. 
In 1939 Mr. Thompson won the Presi- 
dent’s Organization Trophy. Eight times 
in the past 10 years the agency has been 
given recognition for having one of the 
best records in maintaining life insur- 
ance in force. 

Mr. Thompson was president of the 
Hartford Life Underwriters Association 
in 1918. He is committeeman from Hart- 
ford to the N.A.L.U. He was one of the 


organizers and president of the Hartford 
General Agents’ & Managers’ Associa- 
tion. He is a director and vice-president 
of Farmington Savings Bank, a director 
of the Institute for the Blind and chair- 
man of the advisory board of the Hart- 
ford County Y.M.C.A. 


Mr. Love’s Career 


Mr. Love, who was agency manager 
at Cincinnati, has been in the business 
20 years. He was in the home Office of 
Phoenix Mutual as agency assistant for 
a while and in 1932 he became associated 
with Prudential at Hartford, later trans- 
ferring to Providence. In 1938 he went 
to Cincinnati as assistant general agent 
for Penn Mutual. In 1942 when Wil- 
liam A. Earls, Connecticut Mutual’s 
general agent at Cincinnati, went into 
the service, Mr. Love was appointed to 
manage the affairs of the agency in 
Mr. Earls’ absence. As a result of his 
leadership Cincinnati maintained its 
position among the leading agencies of 
the company, and ranks sixth at the 
present time. 

He became a C.L.U. in 1929. 


Coffman to L. A. for 
Columbian Natl.: 


Rymph Successor 


Robert F. Coffman, Columbian Na- 
tional Life general agent in Wichita for 
nearly three years, has been advanced 
to general agent for southern Califor- 
nia and will take over in Los Angeles 
June 15, replacing T. E. Allen, also a 
former Kansan. Prior to joining the 
Columbian National, Mr. Coffman was 
assistant superintendent of Prudential 
in Wichita for eight years, starting with 
that company two years previously at 
Newton, Kan. He is president of the 
Wichita General Agents & Managers 
Association, immediate past president 
of the Wichita Accident & Health Un- 
derwriters Association and former officer 
and director of the Wichita Life Under- 
writers Association. 

He is succeeded in Wichita by Levi 
B. Rymph, assistant general agent of 
Aetna Life there for eight years. Mr. 
Rymph has been in the business 16 











tality tables. 


special risks. 


ratio. 


in choice localities. 


Established 1877 





=> A mutual company using modern mor- 
x> A pioneer in the underwriting of 


> An extremely low rejection ratio. 


x} A very high substandard placement 


DS Attractive Managerial openings for 
proved performers at agency building, 


pein Puts aboiit American Unirep Lire 


X> Facilities for substantial lines, ages 0 to 
65, male or female, standard or sub- 


standard (to 500% except at age ex- 


tremes). 


money. 


AMERICAN UNITED LIFE INSURANCE COMPANY 
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X> Built on and has a special regard for 
bread and butter business—the kind 
on which most agents make most 


>> Brokerage “know how” offered under 
lucrative one-case agreements. 
















years in Wichita, the first eight with 
Massachusetts Mutual. He had been ac- 
tive in association and C. L. U. work, is 
now president of the Accident & Health 
Underwriters Association and a former 
officer of both the life underwriters and 
general agents associations. He has di- 
rected several C. L U. classes and other 
sales courses in Wichita. The Wichita 
office of Columbian National includes 
most of Kansas and Oklahoma. 

Norval* Messick succeeds Mr. Rymph 
as assistant general agent of Aetna Life. 
He has been with the agency for the 
past five years. 





Leatherman Introduced as 
Dayton General Agent 


Lester D. Leathermen was introduced 
at a dinner as the new general agent for 
Farmers & Traders Life in Dayton ter- 
ritory. He replaces Ray Peffly, who is 
retiring from agency duties. Mr. Pef- 
fly has been with Farmers & Traders 
for 22 years. He will devote his time to 
personal production in the same agency. 

Mr. Leatherman has 10 years’ life in- 
surance experience with three compa- 
nies, and resides with his family at 
Dayton. 

A. R. Jaqua of the Diamond Life 
Bulletins was the speaker at the banquet. 





Minnesota Mutual Names 
Ruth in Indianapolis 


The Minnesota Mutual Life has ap- 
pointed O. E. Ruth general agent in 
Indianapolis. He will cover 22 counties 
in the central part of the state. He 
formerly was general agent of Ohio 
National Life. 

Reuben I. Lackey has been appointed 
general agent for 10 counties in south 
central Minnesota with Mankato as 
headquarters. He was with Mutual Life 
for 25 years and recently resigned as 
agency supervisor. 


Woman G.A. in Youngstown 


Manhattan Life has appointed Miss 
Garnett Dewoody general agent in 
Youngstown, O. 

She entered life insurance in 1928 with 
the Edward A. Woods agency of Equit- 
able Society in Pittsburgh, and _ since 
1941 has been with John Hancock. 


Waters’ Headquarters at Austin 

W. H. Waters, recently appointed 
Texas manager of American Home 
Life of Kansas, will have headquarters 
at Austin rather than at San Antonio 
as was reported in a recent issue. 


Nyhart Opens Pension Service 


Howard E, Nyhart, who.has resigned 
as manager of Connecticut General in 


. Indianapolis, has formed a company to 


be known as the Howard E. Nyhart 
Company, with offices at 516 Board of 
Trade building in Indianapolis, to en- 
gage in the business of industrial pen- 
sion engineering. This field is one in 
which Mr. Nyhart has spent some time 
over the past 14 years and more in- 
tensively the past two years. He will 
place the business with such companies 
as his clients may select. 
He will continue with 
General until June 1. 


Connecticut 





Baltimore Life has appointed Ellwood 
R. Johnson as acting manager at Sham- 
okin, Pa., to succeed Harry Thomas 
who has been drafted. Mr. Johnson 
joined Baltimore Life in 1938 at Lock 
Haven, Pa., and in 1941 he was made 
staff superintendent at Chester, Pa. 

Harry E. Stillman has been appointed 
manager in Windsor, Ont., of Northern 
Life. : 

The Regional Round Table of Women 
in Life Insurance in Pittsburgh had as 
its speaker Marion S. Eberly of the 
women’s, division of the Institute of 
Life Insurance. Chairman of the Pitts- 
burgh group is Miss Dorothy Paulin, 
Equitable Society, and chairman for 


the day was Miss Hazel Witesell, Man- 


ager of Standard Life of Pittsburgh. 
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NEWS OF LIFE ASSOCIATIONS 





W. R. Long Is New 
Kentucky President 


LOUISVILLE—W. R. Long, Louis- 
ville general agent of National Life of 
Vermont, was elected president of the 
Kentucky Association of Life Under- 
writers at the annual meeting here. 
The following local association presi- 





W. Ray Moss, Louisville general 
agent Connecticut Mutual Life and 


Stress Advantages 
of Competitive 


Enterprise-Johnson 


SAN FRANCISCO—American busi- 
ness must realize its responsibility to in- 
form the public of the advantages of 
competitive enterprise, of its methods of 
operation and other facts if such enter- 
prise is to survive in this country, Hol- 
gar J. Johnson, president Institute of 
Life Insurance, declared before a lunch- 
eon sponsored by the Chamber of Com- 
merce, the Commercial Club and the 
San Francisco Life Underwriters Asso- 
ciation. 

Public relations is 90% action and 
10% words, he asserted. Business of 
every kind must develop a social con- 
sciousness and spend time and effort on 
public activities for the common good of 
all the people and not merely for self- 
interest. 

On the following day Mr. Johnson 
delivered a similar talk at a joint meet- 
ing of the Oakland Chamber of Com- 
merce and the Oakland-East Bay Life 














agent.” 

He said a life salesman must have a 
friendly way of approaching people, 
must know the prospect’s needs for 
life insurance and never argue with 
prospects. 

It was announced that 46 members 
whe took the business course, sponsored 
by the association, had paid for $1,310,- 
000 of new business. 





Chicago Annual Meeting June 12 


The nominating committee of the Chi- 
cago Association of Life Underwriters 
has been appointed to prepare a slate 
of officers for submission to a mail vote 
to be taken before the annual meeting 
June 12. Members of the committee are 
James Ramsey, Mutual Benefit; C. E. 
Lindstrom, Travelers; J. O. Todd, North- 
western Mutual; Maurice Levy, Metro- 
politan; Louis Behr, Equitable Society. 
An auditing committee also was ap- 
pointed. Election judges elected from 
the floor at the sales congress are Ar- 
thur Ciancio, Metropolitan; David Fair- 
field, Northwestern Mutual, and Earl 
Juers, State Mutual. 

Mrs. Louise Scott Konsberg, Hughes 
agency of Massachusetts Mutual, was 
elected chairman of the women’s divi- 
sion at a luncheon meeting. She suc- 
ceeds Miss Ivah W_ Pearson, Reno 
agency, Equitable Society. 


At Buffalo Congress 








Stanley C. Collins, Metropolitan Life, 
president of Buffalo Life Underwriters, 
Inc., discussing the sales congress there 
with Clifton E. Reynolds, field manage- 
ment administrative assistant of Metro- 
politan, who spoke on “Let the Buyer 
Be Aware,” and Marcus R. Mabee, as- 
sistant manager Prudential ordinary 
agency, who was program chairman. 

About 400 men and women life under- 
writers of the Buffalo area attended the 
congress. 





Nebraska Panhandle—At a meeting in 
Scottsbluff, Sid Hofgard, Mutual Life, re- 
ported the school system there is install- 
ing 100 books recommended by the edu- 
cational committee of the state associa- 
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In January 1926 the Bankers Life 
Company of Des Moines issued a 
$4,000 policy, with permanent dis- 
ability clause, to a 45-year-old farmer. 
The insured man was in perfect 
health. 


Four years later, he suffered a 
heartstroke which, while it did not 
preclude all work, made it necessary 
for him to reduce his activities. Two 
years thereafter his condition had be- 
come so serious he was permanently 
incapacitated. 


For 12 years and 8 months the 
Bankers Life Company sent the in- 
sured man a check for $40 each and 
every month; a total thus paid of 
$6,080. 


In January 1945 the insured man 
died. The face value of the policy, 
$4,000, was paid to his widow—the 
beneficiary thereunder. 


Here is the full record of the case: 


INVESTMENT 
7 annual premiums paid. .$ 1,236.76 


RETURNS 
12 annual premiums 
WO sg. 50-5850. $ 1,935.04 
Dividends paid ......... 370.80 


Disability income payments 6,080.00 


Death benefit ........... 4,000.00 
Total returns ......... $12,385.84 
Less total investment... 1,236.76 


Excess over investment. $11,149.08 
Percentage of gain over 
investment 


801% 


S66 6.46 aS be 


On the day upon which he took 
out that life insurance policy, the in- 
sured man had fulfilled the words of 
the poet: 


“O’er the ruins of home, o’er my 
heart’s desolation, 

For death’s dark encounter I 
make preparation.” 


open uk 


BanxersZ/ 
the Double Duty Dollarf Company 
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tion. He explained the new option on 
National Service Life Insurance and 
other features of that coverage. He sug- 
gested a study of the rights and benefits 
returning veterans have under the G. I: 
bill of rights, the new pension law, etc. 
Galen Jones, who is in charge of the new 
contact office for returning veterans in 
Scottsbluff, was invited to speak at the 
next meeting. 

Charles Klingman, county war bond 
chairman, Gering, Neb., told of plans for 
the coming campaign. C. E. Isenhour, 
general agent Midwest Life, is the rural 
chairman. 

Michigan—The delegates’ meeting at 
which officers will be elected will be 
held in Jackson May 3 instead of May 2, 
as originally announced. To hold the 
convention within limits specified by the 
government, the president, secretary, na- 
tional committeeman and two elected 
delegates will represent each local asso- 
ciation. 

Parsons, Kan, 





Jack Goodrich, Parsons 
attorney, gave a talk on life insurance 
as viewed by a layman. With the addi- 
tion of Harry Ireland, who recently came 
here as district manager for General 
American Life, the membership stands 
RY ei, 

Cincinnati—The annual picnic will be 
held May 24 at Valley View Picnic Grove. 
It will be known as the “one red point” 
picnic as each member will be required 
to bring a meat point. 

Jamestown, N. Y¥.—Tower Snow, Buf- 
falo general agent of Penn Mutual, ad- 
dressed a noon meeting on “What I Do 
Along the Lines of Prospecting and 
Selling.” 

Waukegan, lll.—Johnny Neblett, radio 
star, discussed “What life insurance 
means to me.” 

Indianapolis—H. H. Irwin, educational 
director Massachusetts Mutual Life, con- 
ducted a clinic on life insurance service 
and production in war time. 

Bloomington, Ind.—A. H. Kahler, sec- 
ond vice-president and superintendent of 
agencies of Indianapolis Life, spoke. He 
was introduced by Elmer Taylor, vice- 
president of the association and general 
agent of the company at Bloomington. 


Wisconsin Valley —G. A. L’Estrange, 
vice - president and agency director of 
Wisconsin National Life, addressed a 
luncheon meeting at Wausau. 


Green Bay, Wis.—E. H. O’Connor, ex- 
ecutive director Insurance Economics 
Society, spoke on proposals to extend the 
social security system. He pointed out 
that a compulsory plan would overlap 
benefits already provided by private in- 
surance, workmen’s compensation acts 
and self-insurance plans; would mean 
duplication of existing administration 
setups for handling insurance and pay- 
ing claims, and would add enormously to 
the tax burdens of citizens. He also 
spoke on “What Price Social Security” 
before the Green Bay Kiwanis Club and 
the Knights of Columbus local council. 





Kansas—Presidents and vice-presidents 
of all local associations have been urged 
to attend the state conference in Wichita 
May 9-10 by President Harold Lunsford, 
Farmers & Bankers Life, Emporia. 


Discussion leaders will include Herbert 
A. Hedges, Kansas City, immediate past 
president of N.A.L.U.; Jul B. Baumann, 
Houston, trustee and membership chair- 
man; Bert A. Hedges, Business Men’s 
Assurance, Wichita; Paul F. Jernigan, 
Penn Mutual, Wichita, state association 
vice-president and state war bond chair- 
man, and President Lunsford. 


Oklahoma City—‘“Since I entered the 
business in 1929 I found that there is no 
difficulty in selling life insurance to a 
prospect if you get in front of him—the 
keynote is to get in front of him,” Bert 
Boyd, Northwestern Mutual Life, Kansas 
City, said. 

He advocated keeping an idea file as 
well as one for prospects, stating that 
in writing policies from $5,000 to $10,000 
the idea comes first but on large policies 
the prospect comes first and the idea 
must be adapted to his particular need. 


Columbus, O.—New trustees elected 
are Todd W. Bechtol, Penn Mutual; John 
S. Matlack, Aetna Life, and Laurance W. 
McDougall, Mutual Benefit. Officers will 
be elected later. 


Rochester, N. Y.—Jack Sutton, Guard- 
ian Life, Syracuse, was the speaker. He 
has established a record as a prospector. 
He said the only successful prospecting 
is consistent, every-day prospecting, a 
constant alertness to recognize situa- 
tions which create needs and then a 
prompt follow-through for the interview. 
sood, consistent prospecting precludes 








the possibility of an agent ever having 
no place to go or nothing to do. 

Wheeling, W. Va.—Miss Helen M. Gal- 
leher, chairman educational committee, 
has completed arrangements with the 
Ohio county board of education at 
Wheeling for the use of the booklet 
“Life Insurance Dollars in Action” as a 
text book. 

District of Columbia—H. Cochran 
Fisher, Aetna Life, has been nominated 
for president; William J. McCausland, 
Acacia Mutual, for vice-president, and 
W. Neal McCord, Equitable Society for 
second vice-president. The election will 
be held May 4. 

South Bend, Ind.—Newell C. Day, gen- 
eral agent of Equitable Life of Iowa in 
Davenport, spoke on “Color in Selling.” 

Richmond, Va.—Robert V. Hatcher, 
president of Atlantic Life, will speak 
Friday. ; 

Kansas City—The final luncheon meet- 
ing of the year will be held April 25. Dr. 
Harold C. Hunt, superintendent of 
schools, will speak on the program to 
educate high school juniors and seniors 
in the logic of life insurance. 

Fort Wayne, Ind.—William H. An- 
drews, Jr., N.A.L.U. president, spoke 
Monday. 

Santa Monica, Cal.— The southern Cali- 
fornia caravan of the Los Angeles Asso- 
ciation put on the panel discussion it has 
been giving in other southern California 
cities. It was ladies night and 42 ladies 
were guests, the attendance totaling 90. 





SALES MEETS 


Home Life Holds Parley 
for La. and Miss. Agents 


A joint meeting of the New Orleans 








and Jackson, Miss., agencies of Home | 


Life of New York was held at the for- 
mer city. Chairman of the meeting was 
Frank Friedler of Friedler & Mayer, 
general agents at New Orleans. He was 
assisted by Otis M. Barry, manager at 
Jackson, who was one of the principal 
speakers. 

Talks on client building and the ad- 
vantages of Home Life procedures for a 
new man were made by T. H. Turner 
and R. P. Cotting of Jackson and E. J. 
Miramon and Edwin Druilhet, New Or- 
leans, discussed balanced field activity 
and prestige introductions. James M. 
Colomb, New Orleans, gave his impres- 
sions of the life insurance business based 
on his background of 19 years with 
Home Life. 

Representing the home office were 
William P. Worthington, vice-president 
and superintendent of agencies, and 
Eugene C. Kelly, Jr., assistant superin- 
tendent of agencies. 


Honor Spokane Agency 

W. F. Winterble, agency vice-presi- 
dent Bankers Life of Des Moines, was 
the speaker at a dinner honoring the 
Spokane agency as winner in its group 
of six agencies in the 1944 agency gains 
contest. The Spokane agency, under 
Agency Manager S. Bright, had 
six men who wrote the required volume 
of business to make them eligible to 
attend the dinner. 

Mr. Winterble is on a two weeks trip 
visiting agencies at Billings, Seattle and 











Mutual Benefit’s 100th 
Anniversary Is Observed 


ALBANY, N. Y.—Mutual Benefit 
Life’s centennial was observed here by 
the Albany and Syracuse general agen- 
cies, headed by E. D. Carlough, Jr., and 
Arthur F. Lewis. 

Speakers were H. G. Kenagy, super- 
intendent of agencies; Wallace N. Wat- 
son, Boston, Million Dollar Round 
Table member and Mutual Benefit’s 
leading producer; William F. Ward, 
mathematical Ledyard 


department; 


Cogswell, Jr., president Albany Insti- 
tute of History & Art; Ralph M. Hor. 
ton, of the Albany agency, who is presi- 
dent of Albany Association of Life Un- 
derwriters; Dr. F. Raymond Clee of 


First Church of Albany, and Mr, 
Lewis. 
Honor guests were the Albany 


agency’s oldest living policyholder, 91 
year old John J. Hartigan, retired mer- 
chant of Troy and Michael B. Kinsella, 
also of Troy, who owns the oldest active 
policy in the agency. Many civic and 
business leaders attended. 


Two General Agents Qualify 


. B. Dexter, Battle Creek, general 
agent of Alliance Life, received ‘Presi- 
dent’s Club Certificate No. 2 for the 
club year. His agency has been out- 
standing for several years. He always 
has completed his individual club quali- 
fication early in the club year. E. W. 
Nuechterlein, general agent at Sag- 
inaw, Mich., also has completed his 
President’s Club qualification. 


Dinner Meeting in Richmond 


A number of Richmond life men were 
guests at a dinner meeting there of the 
Brown & Mitchell agency of Union Mu- 
tual Life. Harland L. Knight, super- 
intendent of agencies, outlined the com- 
pany’s non-cancellable accident and 
health contract. 


ACCIDENT 


Launch Ia. Medical Service; 
Dr. M. I. Olsen President 
DES MOINES—Iowa Medical Serv- 


ice, a non-profit corporation sponsored 
by the state medical society, has been 
formed to offer medical and _ surgical 
coverage. President of the new organi- 
zation is Dr. Martin I. Olsen, vice-pres- 
ident and medical director of Central 
Life of Des Moines. W. F. Poorman, 
actuary of that company, is secretary; 
Dr. R. D. Bernard, Clarion, vice-presi- 
dent, and T. P. Sharpnack, Des Moines, 
treasurer. 

The program is patterned after the 
Michigan plan. The Iowa legislature re- 
cently passed a bill permitting formation 
of medical corporations on the same 
basis as the already established hospital 
associations. 

Plans call for extending coverage to 
about 50,000 persons the first year, with 
the Blue Cross groups handling the 
solicitations. Only groups of 50 or more 
will be accepted at first but later it is 
planned to extend the program to farm- 
ers. 

The medical program will cost $3.25 
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a month per family and surgical alone 
$2.50, with rates of $1 to $1.25 per indi- 
vidual for surgical and medical. 

The physician handling the case will 
be paid by Iowa Medical Service but 
may make additional charges where a 
person’s income is more than $1,500 a 
year if single or $2,500 a year if mar- 
ried. Medical service payments do not 
begin until after the third day as a 
bed patient in a hospital. For the first 
nine months it will not cover maternity. 

X-ray payments are limited to $15 
for any one illness or accident and $10 
for anesthesia. The contract does not 
cover dental or nursing service, injuries 


covered by workmen’s compensation, 
plastic operations for cosmetic purposes, 
radium treatment, therapeutic x-ray, 
oxygen tent or payment for surgical as- 
sistants. 


Conference Meeting Postponed 


The annual meeting of the Health & 
Accident Underwriters Conference, 
scheduled to be held at the Edgewater 
Beach Hotel in Chicago June 5-8, has 
been definitely postponed by the execu- 
tive committee. It will be held some 
time in the fall on an abbreviated basis if 
present travel restrictions are still in 
effect. 








AGENCY MANAGEMENT 





Ideal Agency Setup Pictured 


Harry H. Hicks, superintendent of 
agencies of New York Life in charge 
of the central department at Chicago, 
painted a picture of the ideal life agency 
in the general agents and managers 
conference held at Chicago, sponsored 
by the Life Agency Managers there. 
It is neat in appearance with an atmos- 
phere of cheerfulness and activity. The 
cashier is well informed on company 
practices, is courteous, friendly and help- 
ful in solving policyholders’ and agents’ 
problems. The agency man is a prac- 
tical optimist who spends much time 
looking for career-minded agents of 
good character and willing to work. 
He is a leader, not a boss. 

The agents have a right mental at- 
titude, are enthusiastic, loyal and co- 
operate fully. They are well informed; 
are sold on the life insurance institu- 
tion, the business and their company. 
They understand the principal policy 
contracts and those currently in use; 
they have a good knowledge of needs 
and uses of life insurance; have several 
well organized habit talks. They know 
where and how to prospect, and have a 
working schedule which makes prospect- 
ing a major operation and recognizes 
the importance of building a perma- 
nent clientele. 


Manager’s Qualifications 


The agency man in charge was se- 
lected by the company for good char- 
acter and evidence of industry; because 
of an attractive personality, of a knowl- 
edge of how to write life insurance 
and the ability to impart it to oth- 
ers; because of a deep conviction as 
to the value and wisdom of life insur- 
ance and a loyal interest in his com- 
pany’s welfare; because of an unselfish- 
ness coupled with a great desire to be 
of help to agents associated with him, 
whether large or modest producers. 


“The successful agency man,” Mr. 
Hicks said, “finds out whether he has 
developed an interesting approach to 
people that enables him to get his story 
right in front of the prospect; whether 
or not he has organized a selling inter- 
view that not only covers the major 
points of his service but has the motivat- 
ing drive necessary to arouse action 
on the part of the prospect; whether or 
not he has developed the knack of ask- 
ing the prospect to buy at the right 
time and has learned to treat objections 
as questions and use them as an added 
incentive in making the sale; whether 








Columbus Managers Name 
Deckard as New President 


E. C. Deckard, Aetna Life, was 
elected president of the Columbus (O.) 
Life Managers & General Agents As- 
sociation at its annual meeting. Robert 
K. Zimmer, Penn Mutual, is vice-presi- 
dent; Ben F. Hadley, Jr., Equitable of 
Towa, secretary-treasurer. New direc- 
tors are Paul M. Smith, New England 


Mutual; E. D. Taylor, State Mutual, 
and Larry W. McDougall, Mutual 
Benefit. Robert J. Johnson, Bankers 


of Iowa, is the retiring president. Rev. 
H. E. Hahn of Dayton spoke. 


XUM 


or not when he calls on a prospect he 
approaches him with a definite inten- 
tion of making a sale; whether or not 
he has mastered the fundamentals of 
prospecting and learned to qualify his 
prospect’s ability to buy both before 
and during the interview; whether or 
not he has proper habits of work and 
realizes that he must have a definite 
number of selling interviews each day 
in order that the law of averages may 
work for him in closing business, and 
finally if he has the proper vision of 
the value of life insurance and his op- 
portunities—it is well said, that where 
there is no vision the people perish.” 





Vancouver Managers Elect 


Robert A. Sanderson, Canada Life, 
has been elected president of the Van- 
couver (B. C.) Life Insurance Managers 
Bureau, succeeding R. F. R. Boreham, 
Monarch Life. W. Russel Fisher, Royal, 
is vice-president; R. Bruce Coles, 
Aetna Life, secretary-treasurer. 





Smith Talks at Springfield, Mass. 


The April meeting of the General 
Agents & Life Managers Association of 
Springfield, Mass., was addressed by 
George P. Smith, agency supervisor of 
State Mutual Life, on “Planning Now 
for Your Postwar Agency.” Mr. Smith 
was introduced by William E. Hughes, 
president of the association. 


Milwaukee Cashiers to Elect 


The Life Insurance Cashiers Associa- 
tion of Milwaukee will hold its annual 
meeting May 8. Harry A. Unke, 
Northwestern Mutual Life, is now 





SALES IDEAS OF THE WEEK 





Need for Prospecting, Conviction 
and Prepared Talk Is Stressed 


DETROIT—There is nothing diffi- 
cult about prospecting; the mechanics 
of it are familiar to everyone; “the only 
difficulty is that we don’t particularly 
like to do it and so we either force our- 
selves to prospect or else we find that 
we are hoarding prospects instead of 
seeing them,” R. B. Coolidge, agency 
vice-president Aetna Life, told the De- 
troit Life Underwriters Association at 
a meeting sponsored by the Detroit 
C.L.U. chapter. 

“If you had four times as many good 
prospects as you have today, would you 
not make a lot more calls? If you have 
only six or eight hot prospects on your 
list and perhaps a dozen cool ones, you 
will be strongly tempted to save them 
at the expense of business. If you find 
yourself in that position, you must do 
one of two things; either get busy pros- 
pecting at once or you are _ headed 
rapidly out of the field,’ Mr. Coolidge 
warned. 


Need 324 New Prespects 


A general agent who made a survey 
recently found that his men need an 
average of 324 new, good prospects per 
year to keep going satisfactorily. He 
found that his best salesmen can get by 
with as few as 210 good new prospects 
per year, while the poorer salesmen 
need at least 400. This same general 
agent found that a prospecting lag to- 
day may result in a sales lag several 
months later. He found that a num- 
ber of the new prospects are sold the 
same month but several times that num- 
ber are eventually sold over a period of 
several months. “There is no getting 
away from the fact that a prospecting 
slump today will mean a sales slump 
some weeks—or some months—hence,” 
Mr. Coolidge observed. 


Must Have Conviction 


The current yield of securities is so 
low that the average man cannot pos- 
sibly save enough money from earnings 
to provide for his future. “You may 
say that social security offers this se- 








president. Nominations are, Irene 
Smith, Central Life of Iowa, for presi- 
dent; Nolan Olson, Old Line Life, vice- 
president, and Agatha Schott, Connecti- 
cut General; secretary-treasurer. 


curity for old age, but does it? Some 
men are content to retire on $50 or $60 
per month, but these men have never 
been our prospects anyway. To the 
man making $4,000 or $5,000 per year, 
retirement on social security is catas- 
trophe, nothing less. Nearly every man 
you see, although he may be well 
dressed and comfortably off, is in- 
evitably headed for eventual financial 
disaster unless he buys insurance. You 
must convince yourselves of these 
things so strongly that you will feel 
a drive to go out into the field and 
save your acquaintances from the 
catastrophe that is ahead of most of 
them,” Mr. Coolidge declared. 


Not Canned If Mastered 


“If we have an effective sales story 
and have mastered it completely, then 
we will feel the urge to exhibit it to as 
many people as we can reach. We are 
apt to turn up our noses at a prepared 
sales story because we think it sounds 
‘canned.’ Every story sounds ‘canned’ 
until you have completely mastered it; 
the first few rehearsals for stage plays 
are terrible, but when the lines have 
been thoroughly mastered the play cre- 
ates an illusion of reality for us. It 
is the same with our sales story. I 
have never yet listened to a prepared 
sales story given by a man who had 
rehearsed it often enough so he mas- 
tered it that sounded anything but con- 
vincing,” he asserted. 

Prospecting is easy. The actual work 
of persuading policyowners to give 
names of friends and associates, the job 
of asking a business man who his asso- 
ciate in the next office is and arranging 
to meet him is not at all difficult. It 
is easy, too, to get hundreds of age 
changes. It is not hard to prospect: it 
is just easier not to. 

Mr. Coolidge reported on another 
survey to find out what reception a 
strange life man might expect to get 
from the public. Out of every 100 persons, 
58 had had strange agents call on them 
within a year, and 52 out of the hundred 
saw them when they called. Of the 
remaining 42, 37 who had not seen a 
strange agent during the year said that 
had one called on them, they would 
have granted him an interview. 

Ensign Ed. Dore, Jr., son of E. 
Dore, general agent of Berkshire Life 
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and N.A.L.U. trustee, who is home 


on leave, was introduced. 





Behr Stresses 
Advantages of 
Package Selling 


CINCINNATI—“‘Specialize in pack- 
age selling if you must specialize and 
do not belittle this field,” Louis Behr, 
Chicago general agent Equitable So- 
ciety, told the Cincinnati Association of 
Life Underwriters. In package selling 
one does not miss anybody in going up 
the ladder of specialization. Declaring 
that he is constantly trying not to 
specialize too much, Mr. Behr carefully 
analyzed the relative advantages and dis- 
advantages of specialization in the fields 
of package selling, programming, estate 
analysis, business insurance and pension 
trusts. He took them in that order, 
emphasizing the progressively increasing 
investment in time and money that is 
required, and illustrating this by the in- 
creasing number of secretaries needed to 
do the service and administrative work. 

When you specialize in programming, 
he said, you lose business by overlook- 
ing package sales and when you become 
an estate analyst, high taxes limit your 
field and the law of averages does not 
operate as fast. When you get to pen- 
sion trusts, he added, you have not only 
the heavy investment in time and money 
but also the moral obligation to admin- 
ister the plan for its life time. Accord- 
ing to Mr. Behr, it costs approximately 
25% of the commissions received, merely 


to properly administer the average pen- 
sion trust case. 

Package selling exposes an agent to 
all types of business and gives him the 
maximum amount of time to operate in 
the field. If he keeps alert he will run 
into much other business. When this 
business is of a nature that the agent 
cannot handle it in his normal stride, 
it is best to bring in someone else on 
the case, he declared. 

In closing, Mr. Behr recommended 
that agents keep their working habits 
flexible so that regardless of the shift 
in times or conditions they will not 
get rusty and be left out on a limb. 


Peacock Payne's Assistant 


Walter S. Payne, manager of ordi- 
nary “A” agency of Prudential in Los 
Angeles, has appointed William J. Pea- 
cock assistant manager, in charge of 
training and development of special 
agents. 

Mr. Peacock joined Prudential as an 
agent in 1933. He was a leading agent 
in the Santa Monica, Cal., district un- 
til he was appointed assistant super- 
intendent in 1941. In 1944 his unit was 
No. 1 in the nation for ordinary busi- 
ness among industrial districts. He is 
president of the Santa Monica Associa- 
tion of Life Underwriters. 





Acacia’s Chicago Showing 

‘The Chicago branch of Acacia Mutual 
Life wrote $1,435,856 and paid for more 
than $1,000,000 for the first quarter, ac- 
cording to Leland O. Nashem, manager. 
Life wrote $1,435,856 and paid for more 
quarter as figured by the home office. 
The Chicago branch expects to have at 
least $4,500,000 for 1945. 
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10% of All, and 11% 
of Industrial Agents 
Are Women 


Women now represent 40% of the 
total life insurance personnel, an increase 
of one-third since 1940, the Institute of 
Life Insurance reports. Approximately 
10% of life agents are now women 
compared to 2% in 1940, while 11% of 
all industrial agents are women, com- 
pared to none in 1940. 

There are now 44,300 men ordinary 
agents compared to 58,900 in 1940 and 
43,000 a year ago. Women ordinary 
agents on Jan. 1 numbered 3,700 com- 
pared to 2,700 in 1940 and 3,100 a year 
ago. There has been a drastic reduc- 
tion in number of men industrial agents 
from 70,400 in 1940 to 49,400 on Jan. 1, 
although there has been an increase of 
800 during the past year. There are 
now 6,300 women industrial agents, an 
increase of 3,000 in a year. 

There were 224,200 employes in the 
life insurance business on Jan. 1 com- 
pared to 210,800 a year ago and 246,000 
in 1940, 73,500 being employed in home 
offices, 47,000 in branch offices. 

Approximately 6% of those who left 
the life insurance business to enter the 
armed forces are now back on the job, 
the Institute of Life Insurance reports. 
Approximately 37,300 life insurance men 
and 2,700 women have entered the serv- 
ices, of whom more than 2,400 have been 
discharged and are back at their former 
posts. In addition almost 1,100 veterans 
who were not previously in the business 
have been employed. 





Simon Describes 


Supervisor's Job 


NEW YORK—tThe opening four or 
five phrases of the interview are care- 
fully drilled and rehearsed with agents 
and no attempt is made to give them a 
canned sales talk in his agency, Law- 
rence E. Simon, general agent Massa- 
chusetts Mutual and Million Dollar 
Round Table member, told the new 
York City Life Supervisors Association. 
Mr. Simon said it is important to make 
the right approach, establish the inter- 
view on a friendly basis and arouse the 
curiosity of the prospect. 

Mr. Simon said the fundamental thing 
is to find out why people buy and then 
prepare the sales approach accordingly 
to fit the needs of the individual pros- 
pect. People will buy because they need 
the product, because of its merits, or to 
satisfy their own ego, he said. Ap- 
proaches are developed in attractive 
phraseology in terms that will please the 
prospect. Mr. Simon and his assistants 
go over the proposed interview with the 
agent in advance. After the interview, 
the agent reports on what took place 
and what the prospect said. The agent 
is carefully drilled and rehearsed after 
the details of the approach have been 
worked out. 


Learns Opening Phrases 


The Simon agency has developed a 
number of simple opening phrases: “Mr. 
Prospect, how much insurance have you 
got? Mr. Prospect, how much insurance 
are you paying premiums on that your 
family will never receive the benefit of? 
Mr. Prespect, how much in premiums 
are you paying on policies that will 
never reach your beneficiaries? Am I 
right in the assumption that you are not 
in the market for additional life insur- 
ance? I recognize the fact that I know 
you don’t want to increase your life in- 
surance.” 

The most important job of the super- 
visor in his agency, Mr. Simon said, is 
to help him get sales ideas over to the 
agent. The agent sits down and tells 
Mr. Simon and his assistant what he 
knows about the prospect and the inter- 
view is planned accordingly. 

Mr, Simon told about a number of his 
experiences in an interesting fashion to 


illustrate the various reasons people 
buy life insurance. He said he is “bull- 
ish” about the future and predicted a 
period of great prosperity. He was in- 
troduced by Arnold Siegel, Connecticut 
General, program chairman. Harold Cro. 
nin, Prudential, president, said the as- 
sociation’s annual golf tournament in 
June would probably be held on Long 
Island and a report would be given at 
the May meeting. 


Attorney Holds Effect of 
Virginia Insurable Interest 
Has Been Over-Emphasized 


RICHMOND—At a rehearing of 
Smith vs. Coleman by the Virginia 
supreme court of appeals on its decision 
that a life insurance beneficiary must 
have an insurable interest, C. O’Connor 
Goolrick, attorney for the Heflin estate, 
claimed that many “extravagant state- 
ments” had been made regarding the 
effect of the decision on insurance pay- 
able to colleges, churches, charities, etc. 
“The law under which this case was 
decided was formed as a matter of sound 
public policy to get away from anything 
approaching speculative contracts, and 
the principle of public policy still holds,” 
Mr. Goolrick asserted. “No one in his 
right mind believes that Richmond Col- 
lege or some hospital would go out and 
murder a policyholder just to get his 
insurance.” 

George E. Allen, Richmond, repre- 
senting the Burton estate, argued that 
the court’s decision was not in line 
with decisions in other states. Only 
the courts of Texas, he said, have held 
that a beneficiary lacking insurable in- 
terests in the life of the insured is not 
allowed to retain the policy proceeds. 
This has been described by one text- 
book as the “peculiar doctrine prevail- 
ing in Texas.” 

The case concerns a $25,000 life pol- 
icy that E. G. Heflin, Fredericksburg 
hotel owner, at his death, left to his 
executive secretary, Ruby S. Burton. 
After her death, executors of the two 
estates engaged in litigation relative to 
the disposal of proceeds received by 
Mrs. Burton from this life insurance 
policy. 


Statistical Group Holds 
Abbreviated Session 


Directors and the executive commit- 
tee of the Insurance Accounting & Sta- 
tistical Association met at the Edgewa- 
ter Beach hotel, Chicago, Wednesday, to 
reelect officers and plan association ac- 
tivities until the 1946 annual convention. 
The meeting this week took the place of 
the 1945 convention. R. Hughes, 
Guarantee Mutual Life, is president of 
the organization. 

About 23 attended. There were ab- 
breviated section meetings in the after- 
noon with the following chairmen pre- 
siding: I. W. Kimmerlee, Northwestern 
National, life; C. E. Butler, Security of 
Davenport, fire, and S. Tieringer, 
Commercial Standard, casualty. 


Hear Mass. Department Man 


The Boston Life Supervisors Club 
heard William F. Ward, director of pro- 
ducer and adjuster examinations in the 
Massachusetts insurance department, 
discuss the relation between the life 
supervisor, agent and insurance depart- 
ment, followed by informal questions 








Connecticut General Life has made a 
$2,500,000 first mortgage loan on the 
Nelson Tower building, New York, to 
run 15 years at 4% interest. 








WANTED ASSISTANT MANAGER 


Man who can qualify as Assistant Manager for 
Minneapolis and vicinity by one of the leading 
companies long established in that area. Ap- 
plicant must have good record as a personal 
producer and be sincerely interested in the de- 
velopment and training of new men. Salary 
vlus commission basis with future guarantees 
based on performance. Our own organization 
has been informed of this ad. Reply fully m 
confidence. Address B-54, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Illinois. 
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Post-war Economic Problems Viewed 


(CONTINUED FROM PAGE 1) 





The changes provide ground for grave 
concern regarding future prospects, but 
they also afford reasons for hoping that 
the business situation in the post-war 
period may be far more favorable than 
it was in the pre-war years, Dr. Whit- 
tlesey asserted. 


Urges Bretton Woods Proposals 


Continued American prosperity will 
depend to a great extent upon world 
prosperity so that it is to the American 
interest to help stabilize world economic 
conditions, Mr. Gaston declared, point- 
ing to the importance of the Bretton 
Woods proposals. The proposed interna- 
tional monetary fund is aimed at stabi- 
lizing currencies so as to permit a 
healthy trade in normal channels and to 
permit sound economic considerations to 
operate rather than governmental force. 
Through the international bank recon- 
struction and recovery will be encour- 
aged. Both fund and bank are de- 
signed to create conditions under which 
there will be the minimum of interfer- 
ence of governmental authority in the 
creation of favorable development of 
commercial trade and investment, Mr. 
Gaston asserted. 


MAGILL VIEWS TAXES 








A high federal budget after the war, 
incorporating extravagant programs of 
economic and social activities by the 
government, could make tax cuts below 
present wartime rates impossible, Ros- 
well Magill, former under-secretary of 
the Treasury and chairman of the com- 
mittee on postwar tax policy, asserted. 
“A $22 billion peacetime budget will 
not give us much relief from present 
tax rates,” Mr. Magill said. “At the 
same time a low federal budget, based 
on economies in government, might 
run as low as $15 billions and make 
possible material reductions in both 
income and excise taxes.” 

The postwar tax potential, based on 
$125 billion national income and a low 
budget of $15 billion was outlined by 
Mr. Magill as follows: “At least $10.5 
billions must be raised by income taxa- 
tion. This compares with the $2 billions 
in 1940, but it is much less than the 
$33 billions income and excess profits 
taxes paid in 1944. Since the bulk of the 
income flow comes to persons in the 
lower and middle brackets, the exemp- 
tions must remain about as they are, 
$500 per person. The initial rate of 
the tax would be 15-18%, compared with 
the present 23%. The total of normal 
and surtax would be about 42% at 
$25,000 and 51% at $100,000. To tax- 
payers whose potential savings have 
been taken in taxes during the past 
several years, an income tax of this 
sort would be tolerable, though much 
heavier than pre-war taxes. 


Considerations to Keep in Mind 


Whatever the postwar federal budget 
and conseugent tax rates, Mr. Magill 
said, there are several considerations 
which should be kept in mind: Individ- 
uals should receive a credit with respect 
to corporation dividends at the initial 
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or basic rate for the tax paid by the 
corporation on the income distributed. 
Long-term capital gains should continue 
to be taxed at a 25% rate and all capital 
losses should be deductible against ordi- 
nary income on the same basis that the 
capital gains would be includible. Busi- 
ness income whether earned by individ- 
ual businessees or corporations should 
be taxed, so far as possible, like other 
income. Corporation income and _ in- 
dividual incomes from businesses or 
other sources should be taxed at the 
same basic or initial rate. 

The excess profits tax should be re- 
pealed when the peak of war production 
has passed, perhaps as of Dec. 31, 1946. 
The capital stock and declared value ex- 
cess profits tax should be repealed. The 
double taxations of intercorporate di- 
vidends should be eliminated, as well 
as the additional penalty tax on income 
included in a consolidated return. 


Leave Estate Taxes to State 


The taxation of inheritances and 
estates, as well as gifts, should be re- 
turned to the states, as one means of 
revenue equalization. If these taxes 
continue to be levied by the federal 
government, the gift tax should be in- 
tegrated with the estate tax; no estate 
tax should be levied on transfers to 
the decedent’s spouse; and the rates 
should be somewhat reduced and sta- 
bilized. 

These and many other considerations 


are. important not only for possible tax 


reductions, but for business stabilization 
and the expansion necessary to assure 
full employment, Mr. Magill said. 


More Harmony Need 


The underlying issues of the labor 
problem can only be solved by establish- 
ing a more harmonious relation between 
employers and labor, Dr. Wolman 
pointed out. Organized labor must be 
persuaded to become a party to and not 
to block unavoidable adjustments which 
the end of the war will create. Labor is 
firmly established in the country’s major 
economic enterprises and unless labor 
policies and trends are diverted or modi- 
fied they will have a profound effect on 
the operation of competitive business. 

In considering future plans for social 
security, Dr. Wolman pointed out that 
this essential reform started as a modest 
undertaking, involving expenditures 
which our economic system could read- 
ily absorb. “But our plans for the fu- 
ture have exceeded all bounds. No re- 
sponsible authority has even undertaken 
to arrive at a dispassionate and compe- 


tent estimate of their costs. In our en- 
thusiasm we have forgotten that benefits 
presuppose premiums, that the greater 
the benefits we promise the larger the 
tax on business and on payrolls, and 
that what we give with one hand we 
may be taking away with the other.” 





Progressive Quaker City 
Reinsures Star Life of Md. 


PHILADELPHIA—Progressive 
Quaker City Life has acquired the assets 
and business of Star Life of Baltimore 
and assumed all of the policies. The 
Baltimore agency of Progressive Quaker 
City has moved to the former home of- 
fice of Star Life at 529 West Franklin 
street and an organization of 94 is oper- 
ating from that office. 

Progressive Quaker City at the close 
of 1944 had $1,145,919 assets and $21,- 
633,201 industrial business in force. Its 
president is Elmer R. Deaver. 

Star Life had $624,325 assets and $4,- 
677,820 business in force. Its president 
was the late Ezra C. Miller. 


N. E. Mutual Reduces More 
Option Interest Guarantees 


New England Mutual Life May 1 is 
reducing the guaranteed interest rates 
to 244% on three policy settlement op- 
tions, life annuity, 10 or 20 years certain; 
life annuity with installment refund, and 
joint life annuity. Other options already 
are on a 244% basis, along with retire- 
ment annuities. 

Also on May 1 the company is increas- 
ing its rate and values on its retirement 
income and multiple income policies and 
reducing rates for 5-year non-renewable 
term. Further study will be given issu- 
ance of new policy forms on the commis- 
sioners’ ordinary table, President George 
W. Smith stated. 

Greater maturity and other values on 
retirement income and: multiple income 
forms result from the fact monthly in- 
come is based on the new second option 
rates. A new loading formula was 
adopted for the new gross premium rates 
on these contracts and loading margin 
is less than provided for in the old rates. 
Thus for retirement income at 65 (male) 
per $1,000, new and old gross premium 
rates compared are: Age 25, $30.32 
and $30.20; 35, $44.35, $43.80; 45, $73.84, 
$72.30; females—25, $32.70, $32.30; 35, 
$48.27, $47.20; 45, $81.03, $78.70; 55, 
$180.88, $173.60. 

Dividends for the new non-renewable 
convertible term plan are revised from 
the scale for five year renewable con- 
vertible. First year dividends for sev- 
eral ages at issue are: 15, $2.42; 25, 
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$2.57; 35, $2.85; 45, $2.85; 55, $3.32. 

The new premium rates for retire- 
ment income of $10 monthly income 
unit and $1,000 face amount, multiple 
income of $10 life annuity, and the new 
term contract per $1,000 are: 

Mult. 








Ret. Income 65 Inc. 5 Yr. 

Age Male Female $10 Unit Term 
; ar A $ 25.8% $ 27.78 $ 26.95 $ 10.12 
, 3 See 6.69 28.66 27.75 18.19 
y Pee 27.52 29.59 28.55 10.27 
Bbc «wai 28.40 30.57 29.45 10.34 
|) 29.33 31.60 30.35 10.41 
 , PEPE 30.32 32.70 31.35 10.51 
+ eer e 31.36 33.85 32.40 10.60 
by Ory 32.47 35.08 33.50 10.69 
, <a 33.64 36.39 34.70 10.80 
Betas cas 34.90 37.77 36.00 10.92 
y SRE 36.22 39.25 37.35 11.04 
S8e. 37.64 40.82 38.85 11.17 
2 ’ 42.50 40.45 11.31 
44.29 42.15 11.47 
46.21 44.05 11.66 
48.27 46.05 11.84 
50.48 48.25 12.05 
52.86 50.65 12.29 
55.43 53.30 12.55 
58.21 56.15 12.83 
61.23 59.25 13.15 
64.50 61.85 13.49 
68.08 64.70 13.89 
72.00 67.80 14.34 
76.29 71.20 14.84 
81.03 74.95 15.42 
86.28 79.05 16.08 
92.13 83.60 16.83 
98.67 88.70 17.69 
106.03 94.40 18.66 
114.39 100.90 19.75 
123.91 aie 20.96 
134.89 P 22.31 
147.72 23.81 
162.82 25.49 
180.88 27.34 
eae 29.40 
31.67 
34.19 
36.96 
40.02 
Company Men Map Informal 


Parley at Chicago May 7-8 


A group of life insurance executives 
are holding an informal meeting at the 
Edgewater Beach Hotel, Chicago, May 

7-8. This will not be under the auspices 
a any organization but consists of a 
group of company officials that desire to 
engage in informal discussion on a num- 
ber of current matters. 
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Advises Insurers 
in N. Y. to Hire High 
Grade Negroes 
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up to $2,000. Thus, for the moderate 
priced homes, an ex-soldier or sailor can 
buy a home with no cash outlay at all, 
since the $2,000 can be in addition to any 
other loan the veteran has on the prop- 
erty. Since the right to take advantage 
of the loan privilege is limited to five 
years it will probably put a great addi- 
tional strain on the country’s building fa- 
cilities and the period may be lengthened 
to reduce the strain, he thought. 

Some life companies look on these 
G.I. loans as they would government 
bonds, since they are guaranteed by the 
government. Other lenders will not 
make them where they believe they are 
unsound, despite the government guar- 
antee. One bank in the metropolitan 
New York area refused to make such a 
loan on the ground that it was un- 
sound for a man to buy a house unless 
he was putting some of his own money 
into it. There is somewhat the same di- 
vergence of views with respect to FHA 
loans, some companies inspecting the 
property and investigating the borrower 
just as if there were no guarantee, 
others considering that with the FHA 
guarantee there is no need to look into 
the underlying security. 


Evidence of Age Requirements 





In his paper on evidence of age re- 
quirements and how to fulfill them H. C. 
Williams of Teachers Insurance & An- 
nuity said that some underwriters feel 
that the requirements for obtaining life 
insurance are already too numerous 
without adding more in the way of 
age evidence but, he asked, does it not 
seem strange that evidence is not re- 
quired when the rate charged depends 
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upon the date of birth of the applicant 
and it has been found that most mis- 
statements of age are unfavorable to the 
insurance company? 

Mr. Williams said that in order to 
change the standard practice the first 
step would probably be to get a num- 
ber of life companies to agree that on 
and after a certain date all applicants 
should furnish evidence of age. He said 
he was quite sure this would not result 
in companies making a competitive point 
of the requirements and that without 
a doubt companies could agree on cer- 
tain requirements. While the interpreta- 
tion of evidence would of course vary 
greatly between companies the variations 
would probably not be sufficient to cause 
a prospective applicant to change from 
one company to another simply because 
of the evidence of age requirement. 


It would hardly seem necessary to 
hold up the issuance of a policy or a 
deferred annuity for the necessary evi- 
dence, said Mr. Williams, for an appli- 
cant might die or his age might change 
before he could fulfill the requirements 
or, what most agents would fear, he 
might decide to withdraw his applica- 
tion. However, policyholders should be 
made to understand that evidence should 
be furnished as soon as possible, and 
that on the deferred annuities it would 
have to be forthcoming before annuity 
payments could begin, while on life in- 
surance it would have to be furnished 
by the beneficiary, if not furnished by 
the insured, before the claim could be 
paid. 

Contrary to the custom in some other 
countries, particularly Canada, compa- 
nies do not furnish policyholders with 
admission-of-age certificates. Instead, a 
letter is written, a copy of which is filed 
with the application, acknowledging re- 
ceipt of the evidence. These letters are 
generally worded in such a manner that 
the company may still request further 
evidence and adjust the policy in ac- 
cordance with its terms if it should be 
found that the date of the insured’s 
birth has been misstated. 

Mr. Williams said he suspected that 
many people say they cannot furnish 
evidence of age because they haven’t the 
ingenuity to get it. Since even birth cer- 
tificates can be wrong and some of them 
are issued months or years after birth, 
they must be carefully examined before 
being accepted. The more satisfactory 
forms of evidence are the birth certifi- 
cate, the baptisimal certificate, a family 
bible record, a school or college record 
and a life insurance policy which has 
been in force for some years. Any one 
of these he said will usually be satis- 
factory if there has been no real question 
regarding the date of birth. If the ap- 
plicant cannot furnish one of these, two 
or more of the following may be suffi- 
cient: 

Church or Sunday school record, pro- 
fessional organization record, fraternal 
organization record, club or lodge rec- 
ord, savings bank record, hospital record, 
family doctors record, employment rec- 
ord, election repistration, Boy Scout 
record, copy of court proceedings, old 
picture” with name and age notation, 
passport, naturalization record, confirma- 
tion record, army or navy papers, mar- 
riage record, birth certificate of a child, 
drivers license, diary, yearbook birthday 
remembrance, report card, birth mug. 

Harold Porton of Mutual Life discussed 
underwriting problems in the selection 
of cases resembling angina pectoris and 
said that studies have shown that where 
examinations indicate any of the possi- 
ble symptoms of angina a careful in- 
vestigation of all possible sources of in- 
formation shoud be undertaken. In 
some cases it has come out that if all 
doctors whom the applicant had con- 
sulted had been contacted, enough in- 
formation might have been developed to 
have declined the case. 

J. E. Bragg, manager at New York 
for Guardian Life and president of 


American Society of Chartered Life Un- 
derwriters, said that there are many lit- 
tle ways in which the home office staff 
can demonstrate to the field that they 
understand the field’s point of view. For 


example, in rejecting an application the 
field man appreciates an indication from 
the home office of the work that has 
gone into obtaining the application. He 
said that in general people in the home 
offices deal with policyholders in the 
mass and figures in the aggregate, 
whereas the agent deals with policyhold- 
ers as individuals. A home office under- 
writer may clear 18 applications in a 
sinple afternoon. Any one of those ap- 
plications may represent long hours of 
hard work for an agent. 

President George E. Johnson, assis- 
tant secretary of Teachers Insurance & 
Annuity, presided. 

In organizing the L.O.M.A. graduates 
it seemed advisable to follow the ex- 
ample of the C.L.U.’s and the American 
Institute of Banking by building strong 
local chapters of graduates in the larger 
insurance centers. The graduates were 
organized in the New York-Newark area 
in the hope that if the experiment proved 
successful other chapters would be es- 
tablished throughout the country. Even- 
tually there will be need for a national 
organization to coordinate these local 
chapters. 





Lauer Named President 
of Illinois Association 
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active and was revived during the year. 
A new association was formed at Alton 
with 56 members. 

Mr. Broaddus commended the Na- 
tional association visitation program, 
pointing out that it stimulated interest. 
Since the increase in dues the associa- 
tion is now in splendid financial shape 
and will end the fiscal year with $1,000 
surplus. Mr. Broaddus stressed the re- 
sponsibility for educating returned ser- 
vicemen on converting their National 
Service Life Insurance. A _ resolution 
was passed by the association reaffirm- 
ing the National association’s stand in 
this regard. 

The speakers’ bureau has been very 
successful, 42 being on the roster. All 
local associations are able to get speak- 
ers at any time, Mr. Broaddus reported. 

The report of the legislation commit- 
tee headed by John L. Taylor, Mutual 
Life of New York, Springfield, was read 
by Charles F. Axelson, Northwestern 
Mutual Life, Chicago. Approximately 900 
bills have been introduced in the legis- 
lature, although only about a dozen 
concern life insurance, none of which 
directly affect life agents. The legisla- 
ture will adjourn June 30. Mr. Axelson 
told of the work of both the state asso- 
ciation’s legislative committee and the 
advisory council in analyzing new 
measures and amendments. 

Wilfrid E. Jones, executive secretary 
N.A.L.U., commended the Illinois group 
for its splendid record. 

Wilbur Graimes, Mutual Life of New 
York, Ottawa, reported for the publicity 
committee. Mr. Williamson told of the 
formation of the Illinois round table. 
W. B. Buckley, Mount Vernon, IIl., 


manager Metropolitan Life and past 
state president, reported on sales con- 
gresses. 

A stirring message on the need for 
renewing efforts in selling war bonds 
was presented by Lester O. Schriver, 
Peoria general agent Aetna Life and 
state war bond chairman. He com- 
mended the life agents for lending their 
special techniques and training in aid- 
ing the war effort. He paid tribute to 
association men who have been active 
in the payroll deduction drive and re- 
ported that in March, Illinois led all 
the states with 141.3% of its. payroll 
quota. 

President-elect Lauer urged that a 
managers’ association be formed in IIli- 
nois similar to New York state’s and 
that special meetings patterned after 
the Saratoga conferences be _ staged. 
Mr. Hobbs spoke in favor of the pro- 
posal. A committee will be named to 
study the situation. 

In accepting the presidency, Mr. 
Lauer recommended that the state dues 
be further increased to $1 and urged 
that all associations make every effort 
to adjust their programs to meet the 
changes after the war. 





Prudential Files Suits 
in Oklahoma, Indiana 
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kansas, $1,206 plus $100 overpayment of 
1945 license fees. Among other conten- 
tions, it is charged that the tax act is un- 
constitutional as it discriminates in favor 
of domestic companies in allowing re- 
ductions for investments in Oklahoma 
securities. 


MICHIGAN BILL STILL HELD UP 


LANSING, MICH.—Michigan’s 2% 
premium tax equalization bill is still in 
the senate taxation committee and the 
legislature is scheduled to adjourn this 
week. 

Two adverse votes in the committee 
relative to reporting the bills, one of 
which would have repealed the retalia- 
tory provision of the insurance code, 
have convinced most observers that the 
bills were lost despite support of Gov- 
ernor Kelly. It still is possible that ad- 
ministration pressure may force action. 

The governor has signed the bill re- 
lieving insurance directors, trustees, of- 
ficers or agents from being held person- 
ally liable for tax payments. 


NEW TAX ISSUE IN CAL. 
Postal Union Life of Los Angeles has 
filed suit against the California state 


board of equalization to secure a refund 
of $2,092 premium taxes alleged to have 


.been illegally collected. The company 


claims it was assessed for tax on pre- 
miums on business written in states 
other than California. That portion of 
the tax was paid under protest by Postal 
Union. 
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FRATERNALS 


Modern Woodmen’s Editor 
Writes Series on Truman 


Two elaborate illustrated articles on 
President Harry F. Truman written by 
Editor Henry R. Freitag after a visit 
of several days in Grandview, Mo., and 
interviews with relatives and friends of 
the President, will appear in the June 
and July issues of the Modern Wood- 
men Magazine, the society’s official 
publication. President Truman has been 
a M. W. member since February, 1911, 
and still is a member of Camp 4133 at 
Grandview, where he was counsel, or 
camp presiding officer, in 1913-1914. 

The articles, containing a complete 
picture record of Mr. Truman’s M. 
record, will tell of his early life and 
activities and contain interviews with 
members of his family and old friends. 
Editor Freitag, a former daily news- 
paperman and an expert photographer, 
took many of the pictures illustrating 
the series. 


Aid Association Over $300 Million 


Aid Association for Lutherans of Ap- 
pleton, Wis., has reached the $300 mil- 
lion insurance in force mark. This so- 
ciety was organized in 1922 and has 
made consistent progress from the be- 
ginning. Assets recently passed $65 
million. Aid Association operates in 39 
states, the District of Columbia and 
several provinces in Canada, and has 
more than 2,800 local branches. Alex. 
O. Benz is president. 








Mich. Fraternal Bill Passed 


LANSING—The Michigan senate has 
passed and sent to the governor for ap- 
proval the bill strengthening the fra- 
ternal requirements. The measure brings 
into the code certain separate acts af- 
fecting fraternals, including provision 
for writing juvenile benefits; makes in- 
vestment provisions closely parallel 
to those for legal reserve life companies, 
and permits suspension in wartime of 
the present provision that societies must 
hold general meetings at least every 
four years, thus permitting postpone- 
ment of a meeting required of Macca- 
bees, prior to next July. 


Baker Heads Mich. Congress 


J. B. Baker, president of Maccabees, 
Detroit, has been elected president by 
the Michigan Fraternal Congress. He 
is vice-president of the presidents sec- 
tion of the National Fraternal Congress 
and also is a member of the N.F.C. 
executive committee. Mr. Baker is an 
old fraternal field man of many years 
experience. 





Maccabees’ March Record 


The Maccabees production in March 
totaled $3,239,821. Of this $1,734,560 
was adult life business, $932,937 junior 
life business and $572,324 sickness and 





STEPPING RIGHT ALONG! 
Figures just released show continued gains... 
prove that women and girls, across the country, 
want the complete protection and fraternal 
benefits offered by our society. 


Insurance in Force—net gain past six 
MUOING io dS3iise das tenscicddenscesncaua $1,008,554 


Assets—net gain past six months...... 700,000 
Membership—net gain past six months 1,165 


SUPREME FOREST WOODMEN 
CIRCLE 


Dora Alexander Talley 
President 


OMAHA, NEBRASKA 


Clara B. Cassidy 
cretary 








= WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
a Legal Reserve Fraternal Benefit Society 


‘Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 











KUM 


\ Port Huron, Michigan 





accident insurance. March production 
was better than any month since last 
November. 


T. C. Graham, Virginia manager of 
Maccabees, was married at Alexandria, 
Va., to Mrs. Ruth K. Powers, execu- 
tive secretary Alexandria Tuberculosis 
Association. 


RECORDS 


Occidental Life of California — More 
than 75 agency units showed an increase 
in ordinary production for the first quar- 
ter of 1945 as compared with the first 
quarter of 1944. More than 25 at least 
doubled their 1944 ordinary production. 
Ordinary business the first quarter of 
1945 was the best in Occidental’s history. 
March was the best month in its history 
with more than $15,600,000 of ordinary 
production. 

Bankers Life of Iowa—Total in force 
at March 31, 1945, was 10% more than 
the total in force at the corresponding 
time in 1944, the increase being from 
$877,048,590 to $962,694,760. The increase 
for the first three months of 1945 was 
$17,211,306. 

The C. O. Falkenhainer agency, New 
York, stood first among the agencies for 
new business written the first three 
month, with the L. W. Spickard agency, 
Milwaukee, second, and W. K. Niemann, 
Des Moines, third. 

Manhattan Life— New paid-for busi- 
ness for the first quarter increased 25% 
over the similar period of 1944. Insur- 
ance in force increased approximately 
$4 million, and the total in force is $134 
million. 

Equitable Society— During the first 
quarter of 1945, the average new policy 
paid for was $4,149 compared with 
$3,783 for the parallel period of 1944. 
That is an increase of 9.7% 

General American Life—Attained a 
record $9,500,000 March production vol- 
ume through the March “Home Fron- 
tiers” campaign. 

Provident Mutual Life—Assets in- 
creased by $8,570,000 during the first 
quarter. New insurance sold for the 
quarter amounted to $17,597,000. Insur- 
ance in force increased by $9,368,000 to 
$1,098,538,000. Voluntary terminations for 
the first three months were only $2,857,- 
000, as compared with $3,421,000 for the 
corresponding quarter last year. 


Ark. Seeks Estate Tax on 
Life Insurance Because 
of Federal Situation 


The Arkansas supreme court has been 
asked to decide whether the state must 
exempt life insurance in computing the 
Arkansas estate tax or whether compu- 
tations of the federal internal revenue 
commissioner which do not exclude in- 
surance shall be followed. The case is 
on appeal from the Sebastian chancery 
court, which enjoined the state revenue 
commissioner from collecting an addi- 
tional $3,720 allegedly owed the state by 
heirs of the late George D. Carney, Sr., 
Fort Smith, on his $389,000 estate. 

The lower court held that in deter- 
mining the tax the state must credit 
the Carney heirs, two daughters and a 
son, with $37,657 in life insurance owned 
by their father. The state is allowed to 
collect four-fifths of 1% on the first 
$90,000 of an estate. 

The state revenue department con- 
tends that since the federal government 
did not exempt the insurance in com- 
puting tax on the estate, Arkansas 
should not be required to make the 
exemption. 

T. Ward, attorney for the state 
inheritance tax division, said the case 
was appealed to decide the question: 
“When the value of an estate exceeds 
$100,000, is the state entitled to 80% of 
the federal basic tax as determined by 
the federal internal revenue commis- 














—% ‘sioner, or is the Arkansas commissioner 


required to make a new determination 
of the federal basic tax and cut out all 
insurance up to $40,000?” 


C. L. Van Camp with N. W. Mutual 


C. Loring Van Camp, formerly man- 
ager at Wheeling, W. Va., for Acacia 





Mutual Life joined the Clyde O. Law 
agency of Northwestern Mutual Life as 
district representative. Mr. Van Camp 
has recently recovered from an illness 
and has completed a refresher course 
at the home office of Northwestern 
Mutual. He is a past president of the 
Wheeling Life Underwriters Associa- 
tion. 


Illinois Round Table Holds 
Meeting at Chicago 


The new Illinois Round Table which 
was organized last fall at Peoria, at a 
luncheon meeting in Chicago during the 
annual meeting of the Illinois Associa- 
tion of Life Underwriters and the Chi- 
cago sales congress discussed plans for 
increasing the membership. There are 
many who are qualified in the state who 
as yet do not belong to this group. 

F. Erle Cavette, Massachusetts Mu- 
tual, Peoria, is the chairman and pre- 
sided. By-laws to be considered at the 
first annual meeting at Peoria next fall 
were filed. 

The round table now has 84 members 
although no less than 110 were certified 
last fall as qualified by general agents 
and managers. Annual dues are only $5 
and dues of men and women in service 


will be maintained without cost for one 
year after the end of the war. Kenneth 
L. Keil, Penn Mutual, Springfield, secre- 
tarv. reported there are 74 paid members 
of whom 64 are charter members. 

B. C. Howes, president of the Life 
Agency Managers of Chicago, spoke 
briefly. The suggestion to hold a meet- 
ing by mail was discussed. L. S. Broad- 
dus, Guardian Life, Chicago, retiring 
state president, and T. A. Lauer, North- 
western Mutual, Joliet, president-elect, 
attended. 





New Position for Alice Roche 


Alice E. Roche, who has been a prom- 
inent figure in women agents af- 
fairs, has been appointed field super- 
visor for Provident Mutual Life with 
offices in the Lincoln-Liberty building, 
Philadelphia. 


D. C. Roberts to Seattle 


Delbert C. Roberts, who has been as- 
sistant superintendent of agencies for 
Minnesota Mutual Life, has now been 
appointed general agent for that com- 
pany at Seattle. He was formerly prom- 
inent in the Kansas field, having been 
located at Wichita and Topeka with 
New England Mutual and then with 
Penn Mutual. 








and all America. 
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NATIONAL FRATERNAL WEEK 
MAY 20-26, 1945 


The Woodmen of the World joins with all fellow societies of 
the National Fraternal Congress in observing National Fraternal 
Week, May 20 to 26. Special programs and activities will be 
carried on by local Woodmen Camps throughout the country, 
purposing to acquaint our fellow-citizens with the services fra- 
ternal societies render their members, the local communities, 
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bills. 


THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 
ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other monthly 





LEGAL RESERVE FRATERNAL INSTITUTION 
Organized in 1898 
Forty-Five Years of Insurance and Fraternal Service 


Home Office—Praetorian Building—Dallas, Texas 
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THE PIONEER 
Some choice territory open for competent State and District Managers 





Legal reserve life and disability in- 
surance—protecting the family since 
the days of the covered wagon. 
All standard forms of legal reserve 
adult and junior life insurance con- 
tracts issued. New junior ge 
now issued on the C.S.O. table of 
mortality with full face value at 
age 5. 

Non-cancellable health and accident 
providing for 52 weeks of disability. 


FARGO, NORTH DAKOTA 
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Great Life Insurance Market Ahead 


(CONTINUED FROM PAGE 2) 





people who buy it and of the agent’s 
services as consultant so widely diver- 
gent that he is forced to know not only 
about insurance, taxes and legislation 
but everything in the world of eco- 
nomics affecting his client's lives. Mr. 
Weil reads all three newspapers pub- 
lished in Cincinnati daily for general in- 
formation, and also the Diamond Life 
Bulletins published by THE NATIONAL 
UNpDERWRITER and other special services 
which he finds a most fruitful source of 
ideas. He constantly thinks about life 
insurance with reference to his current 
clients and their needs, with respect to 
insurance and its adaptations, etc., which 
in turn suggests new clients. 


No Easy Way in Business 


“You can’t be afraid to work in this 
business,” he said. “The satisfaction is 
great, but it’s a hard job all the way 
through, and I personally haven’t found 
any easy way. 

“Personally I find that the hardest 
part of prospecting is the lack of time. 
The rest of it is a pleasure.” 

Mr. Weil believes in casting bread 
upon the waters, in doing favors for 
people such as securing railroad and ho- 
tel reservations, baseball and theater 
tickets, securing scarcer commodities 
such as cigarettes, whisky, etc., helping 
people to dispose of or reorganize their 
businesses and smoothing out family 
quarrels. This pays big dividends. It 
pays also to keep in touch with old 
clients. More than 50% of Mr. Weil’s 
new business comes from old clients. 

Mr. Weil never leaves his office with- 
out sufficient names on his list to oc- 
cupy him for three days if he should 
see them all. 


Avoids Canned Talks 


He does not have a canned sales talk 
but substitutes for such a formal pro- 
cedure, “an absolute faith in my com- 
modity and confidence in my knowledge. 
I have once and for all told myself that 
everybody needs insurance, that it is 
an essential to everyday life.” 

His first approach is with the sole 
idea of securing information, about how 
the man thinks and feels, about his fam- 
ily, social life and business relations. 
Mr. Weil never antagonizes a prospect 
by talking to him when he appears to 
be extremely busy. He frequently talks 
to people about economics for this leads 
straight to life insurance, an explana- 
tion of what it is and how it operates; 
how it serves in building an estate and 
as an investment medium. Taxes cre- 
ate many problems in a man’s affairs to 
which life insurance is the only solution, 
Mr. Weil said. 

Mr. Weil believes an agent should 
show his prospect his own personal life 
insurance setup, and if he does not have 
sufficient life insurance to provide for 
his own family he first should get this 
before attempting to sell other people. 
It is a mistake for an agent to attempt 
to secure insurance on a risk if he feels 
it might be turned down. Probably it 
will be rejected and damage will be 
done. The agent can facilitate passage 
of his cases by foreseeing and providing 
for the company’s requirements. Mr. 
Weil does not ask for prepayment; he 
leaves the door open so he can deliver 
“og insurance than originally applied 
or. 


STATES RIGHTS TALK 








Because of the public’s tremendous 
stake in life insurance there must be 
government regulation of it, Gov. 
Dwight H. Green of Illinois declared 
in a talk, ‘but state supervision brings 
this service close to the people and 
the companies throughout the country. 
The federal government’s increasing role 
in insurance regulation very properly 
has “been of grave concern to the 
friends of life insurance, but legislation 





recently enacted furnishes the hope it 


may be accomplished in the same spirit 
of sound cooperation that has charac- 
terized state regulation.” 

“In these historic days,” he said, “finst 
thoughts of all of us are on victory and 
the peace that is to come. Insurance 
men, men in government, and men in 
the factories and on the farms are think- 
ing of the kind of America to which our 
fighters shall return. As I see it, our 
hopes for the future rest with our 
American system of private enterprise, 
and its genius of meeting the needs of 
the people in every crisis in peace or 
war. The great institution of life in- 
surance stands as one of the finest ex- 
amples of the service that our system 
produces—one of its strongest forces 
for the building our national 
economy.” 

He said the state government and 
the insurance department have the aim 
of furnishing sound cooperation to the 
business; that the licensing of agents 
and brokers is designed primarily to 
protect the public but also protects 
qualified field people from competition 
of unscrupulous, untrained salesmen. 

He said the government’s social se- 
curity program is a recognition of the 
absolute necessity for some protection 
against want and old age, and for de- 
pendents of breadwinners, but “no 
thinking American believes that govern- 
ment minimum programs can ever take 
the place of our life insurance policies, 
which now pay off more than a million 
death benefits a year, aside from the di- 
rect benefits to the living for education, 
retirement, mortgage payment, family 
income, and the like. 

“We have long recognized life insur- 
ance as the major channel of American 
thrift and saving. As such it never 
has been more important than today.” 
He explained it is doing a great national 
service in diverting surplus income and 
averting inflation. In the era of high 
taxes which may stretch ahead for many 
years it will be of great importance to 
the individual. “It appears that life in- 
surance is the one means available to- 
day by which a man with earnings far 
above the average can hope to accumu- 
late a sizable estate for his family. 

“Important as these considerations 
are to you,” Governor Green concluded, 
“to your customers and to the national 
economy, perhaps the most important 
service to the nation rendered by life 
insurance money is the work which it 
does between the time it is paid in as 
premiums and the time it is paid out 
in, benefits. Life insurance... is one 
of the strongholds of private enterprise. 
This money is constantly at work, 
maintaining the essential business of 
America. 


Government Support Needed 


of 


“Any government which is trying, as 
our is, to build for the future stability 
and happiness of its people—and espe- 
cially for its returning veterans—must 
plan to foster and develop the gigantic 
institution of life insurance. We must 
be partners in a program for stability 
and prosperity.” 

Newell C. Day, Davenport general 
agent of Equitable Life of Iowa, gave 
his fine talk on “Color in Selling” that 
he gave at the Detroit National associa- 
tion convention and elsewhere. Timothy 
W. Foley, general agent of State Mutual 
in New York, gave a most interesting 
talk on selling friends. 

Wilfrid E. Jones, editor and manager 
National association, spoke on _ the 
seventh war loan drive. He said the 
war financing, as with all great sales 
jobs, must have most careful planning. 

A war bond rally with George Huth, 
Provident Mutual, vice-chairman of the 
war bond drive, presiding was held. 
Charles Z. Henkle, vice-president Con- 
tinental Illinois National Bank, vice- 
chairman of the sixth drive, read a cita- 
tion from the Treasury to the Chicago 
association for achievements in the sixth 
war bond drive. This is the sixth cita- 


—= 


tion to the association. Insurance Dj. 
rector Parkinson was introduced. The 
navy pier band of Chicago furnished 
martial music. Paul W. Cook, Mutual. 
Benefit, general congress chairman, pre- 
sided in the morning and C, Smith, 
Northwestern Mutual, in the ite 





Chicago Managers’ Meeting 
Hears of Developments 


(CONTINUED FROM PAGE 83) 


The plan serves to maintain a bal- 
ance between the various factors, Mr, 
Chapman said, for without a plan it 
1s easy to devote too much time to re- 
cruiting, thus sacrificing the develop- 
ment of present manpower, or to spend 
too much time in outside activities such 
as prestige building while neglecting 
agency operation cost. 

The important thing, he said, is to 
have a work plan sufficiently rigid to 
promote continuity of efforts on impor- 
tant jobs but sufficiently flexible to stand 
up under the actualities of daily stress 
and strain. 


Set Up Intermediate Goals 


Mr. Chapman stressed that the man- 
agement job, the same as that of our 
army in Europe and the Pacific, is one 
of breaking down the task into smaller 
jobs, of establishing, not only an over- 
all goal but also intermediate objectives, 
In addition, the job should be broken 
down as to time. The military have a 
time schedule which is closely adhered 
to, and the agency manager should 
integrate his whole plan in terms of 
time. 

Mr. Chapman said life agents have 
been in the “honeymoon” period for 
some time. Now they should get down 
to fundamentals for the going may be 
tough. They must, he concluded, or- 
ganize, definitize, deputize and super- 
vise. 

He gave some interesting Research 
Bureau figures on Illinois results. These 
showed in millions of new ordinary only 
production: 

(In millions of dollars volume) 


icago Illinois Lome. 
1A 1 SRE A 374 $538 $6,564 
BOs, nc eioyeeiers 403 613 8,564: 
ORD estes acs-8s-a es *444 709 9,351 


*Estimated on basis of first three 
months. 

The lapse record in the state also has 
improved greatly, for Illinois dropping 
from 22% in 1935 to 15% in 1940, to 
10% in 1944; and for the United States 
in the same years was 24%, 19 and 12. 
Mr. Chapman pointed out there is much 
change ahead, for there are 11 to 13 
million persons in military service, with 
800,000 from Illinois, and 1,900,000 war 
workers in Illinois alone. Cessation of 
war will bring some striking and rapid 
changes which life agents must be pre- 
pared to meet. 

Life insurance management has 
learned much from the army and navy, 
and also from the program of (TWI) 
training within industry. Mr. Chap- 
man concluded that leadership in life 
insurance has been engulfed in too much 
mysticism and has had a fear com- 
plex. Agency heads have imagined 
complications that did not exist. In- 
telligent human relations do not develop 
spontaneously, he said. Management 
is more a development of people than of 
things. 

Insurance Director N. P. Parkinson 
of Illinois and several Chicago organ- 
ization leaders were introduced at the 
Life Agency Managers luncheon Friday 
by B. C. Howes, Berkshire Life, presi- 
dent of the managers. Mr. Parkinson 
spoke briefly. 





Group Hospital, Surgical 
Plan for Field Force 


Equitable Life of Iowa has placed in 
effect a group hospital and surgical 
benefit plan for its agents. It is un- 
derwritten by Prudential. Enrollment 
totals 364 field men and field office em- 
ployes and 291 eligible dependents. 
substantial share of the cost will be paid 


by Equitable. 
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a life insurance company distinguished by 
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What Can You Do for Victory? Today there is only one job wading in the muddy, freezing slush. 
’ for all of us—to fight for Victory over the enemies of Freedom. Our 
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Don’t Try to Guess—To Be SURE, Costs Less! 


Have the ANSWERS Handy—It will pay you well! 




































| 4 Be Sure You Get Your 


Little Gem New 1945 “LITTLE GEM” 


ANanrona Unnerwrirtr PUBLICATION 


To effectively present your proposition “in the best 
light”, and to stress the strong points of your contracts, 


of ws tied, showing you must have handy the answers to all sorts of ques- 


tions. (You know how often a sizeable sale may hinge 
on the ability to give the PROPER answer, quickly.) 


rare eR ey Rare, Lay ee nas me 


Settlement Option 
Incomes! 


Most unexpectedly YOU may need the answer to 
some question concerning Rates, Contracts, Values, 
Costs, Options, or about Financial Statements. You 





New UP-TO-DATE Edition can’t predict when this will happen to you—but it oc- 
Ready in April curs every day to thousands. So to be sure—to be right, 
Most Comprehensive Book of Its Kind! you must be well prepared with a NEW Little Gem. 
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It provides The Answers that “Get the Business” 


It Gives MORE Information on It will help You to— 
All Currently Important Subjects —properly answer those unexpected questions! 
With the NEW Little Gem you have compre- —present your proposition most effectively! 

hensive information on some 175 companies— —arouse interest and sell the income idea! 
about 80 more than its principal competitor shows —“avoid” competition and to build prestige! 
—AND a far broader treatment of Rates, Values —back up your statements with authority! 

and Settlement Options, including the Incomes 

payable under practically ALL life insurance in NEW FEATURES — How to Use Them! 


farce: tatay? The New Little Gem will contain important 


MANY SWEEPING CHANGES new sales-making material on National Service 
Life Insurance, Social Security and Programming 


h e e e e . 
Among the companies that have made important changes —also numerous “business buildin 2” iHustrations 


are the American United, Bankers Life, California Western, 





Canada Life, Columbian National, Connecticut Mutual, Con- and charts, with detailed Instructions on how-to- 
tinental American, Equitable Society, Fidelity Mutual, use-them that will help many to sell more life 
Guardian Life, Home Life, John Hancock, Life & Casualty, insurance! 


Lincoln National, Metropolitan (Juvenile) Mutual Life, 














New York Life, Northwestern Mutual, Occidental, Ohio ee ee 
National, Pacific Mutual, Penn Mutual, Phoenix Mutual, For Early Delivery — Mail this Coupon NOW! 
Prudential, Reliance Life, Sun Life and Union Central. TO 
BE RIGHT YOU MUST HAVE NEW UP-TO-DATE Put me down for Ready in April] 
INFORMATION. -+++.-COp......NEW 1945 LITTLE GEM Life Chart 
i Note: Singl ies (but ONLY singles) will be sent 
FACE TOMORROW With ASSURANCE! =: *PRICES* | “on approval”. Larger orders are NOT RETURNABLE 
® r Single copy $2.50 but are subject to amendment previous to March 15, 1945. 
{ 3 to 5 cop. 2.25 ea. Fs 
Be RIGHT! Be WELL PREPARED! Be SURE! i Lhe ee eee cee Tithe... .csceees 
{ 100 copies.. 1.85 ea. 
Know The Answers! ae eet sag reer rene er. rere 
! ° 
Last year there were not enough Little Gems to go areund — | quantity ordered for pe Tere 
eae ae eee eee ae ee | See "Hoe," above. See ee eer e (Zone) ....State........ 
{ To The National Underwriter Co., 420 E. Fourth St., Cincinnati 2, O. 
BRST REMIT ES 











